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Investment Tendency Some Years 


CHASE SECURITIES CO. LEADS INSURANCE COMPANY FOUR OTHER PROMOTIONS MADE 


In Buying Enemy , Holdings Banks Must James L. Loomis First Vice-President; 
Agree Not to Re-Sell Without W. H. Deming Second—Greene 
and Larkin Advanced 


Approval 
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Regiment, Connecticut State Guard, he 
has been a member of that unit. He 
has a membership in the Hartford 
“lub, the Hartford Golf Club, the Uni- 
versity Club of Hartford, the Society 
of Colonial Wars, the Twentieth Cen- 
tury Club, the Yale Club of New York 
und the Yale societies of Psi Upsilon 
und Skull and Bones. He has a wife 
and three children. 
Vice-President Loomis 
Vice-President James Lee Loomis 
was born in Granby forty years ago, 
coming from a New England family 
whose name has been known in the 
state from earliest days. He attended 
the New York Military Academy at 
Cornwall-on-the-Hudson. He entered 
the academic department at Yale Uni- 
versity and was graduated in 1901. 
He spent a short time with the Loomis 
Brothers Company of Granby and en- 
tered the Yale Law School in 1902. He 
vas one of the editors of the “Yale 
Law Journal.” At the completion of 
au two years’ course there he came to 
this city to assist in organizing and 
to take charge of the collection de 
partment of the Hartford Business 
\ien’s Association and became well 
acquainted with the business men and 
interests of the city. After passing 
his examinations he was admitted to 
the bar in June, 1905, and immediately 
began the practice of law. He was 
elected assistant secretary of the Con 
necticut Mutual Life Insurance Com 
pany March 12, 1909, and took up the 
general line of duties, devoting his 
entire time to the place. He is a di- 
rector of the First National Bank and 
trustee of the Loomis Institute at Wind- 
sor. Mr Loomis married in June, 1906, 
\liss Helen Bruce of Pittsfield, Mass., 
who was graduated from Smith College 
in 1905 
Vice-President Deming 
Vice-President William H. Deming 
was born in Hartford in 1857 and 
started in the actuarial department of 
the company in 1875. He was appoint- 
ed assistant secretary in 1897 and was 
elected secretary. in 1906. He is a 
director of the Hartford County Fire 
Insurance Company. He is a mem- 
ber of the Hartford Club, Hartford 
Golf Club, Farmington Country Club, 
Twentieth Century Club and the Get- 
VTogether Club. He is married , and 
has two children. 
Secretary Greene 
Secretary Jacob Humphrey Greene, 
son of the late Colonel Jacob L. Greene, 
President Taylor's predecessor as head 
of the company, was born in Pittsfield, 
Mass., June 10, 1868. He attended 
Trinity College two years. He married 
Miss Florence Buck, daughter of Hon. 
John R. Buck, in November, 1894. Mr. 
Greene was in the employ of the Michi 
gan Central Railroad. 
Assistant Secretary Larkin 
Assistant Secretary Harold F. Larkin 
was born in Winsted January 5, 1884. 
He was graduated from Yale Univer- 
sity in 1906 and entered the actuarial 
department of the Connecticut Mutual 
Life Insurance Company the same year. 
He was appointed assistant secretary 
in 1917. He is treasurer of the In- 
surance Institute of Hartford. He is 
a member of the University Club. Mr. 
Larkin is married, his wife having been 
Miss Susan L. Tanner of Winsted. 
They have one child, a daughter. 
DIES IN FRENCH HOSPITAL 
Wilfred T. Nickerson, of the Wm. H. 
McGee & Co. forces, died of pneumonia 
in a French hospital. He enlisted at 
Fort Slocum in November, 1917. 
TO FRANCE FOR K. OF C. 
Michael J. Dwyer, associate manager 
of the Fidelity Mutual in Syracuse, 
will do Knights of Columbus work in 
Wrance, 
W. L. DARBEE DEAD 
William L. Darbee, a prominent agent 
in Saugerties, N. Y., and a member of 
the Board of Education of that city, 
died recently. 
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INSURANCE provides the only SAFE way 
For full information, call, write or phone: 


JOHN M. RIEHLE 


Equitable Life Assurance Society | 
of the United States, 


68 William St., New York City 


"Phone 4343 John 











AGENTS SELLING GROUP 


Chicago Bonding & Insurance De- 
veloping This Branch of Disa- 
bility—Protection Successful! 


The Chicago Bonding & Insurance is 
doing well with its group policy and 
finds the demand for this class of pro- 
tection growing rapidly. Agents are 
being assisted in every way possible to 
become familiar with this method of 
writing large numbers of risks at one 
time. The company's vepresentatives 
are urged to systematically and thor- 
oughly study the group proposition. 
The premium is collected through the 
payroll, the employe paying the pre- 
mium. A line has just been closed in- 
volving 1,400 employes. 

Iriefly, the policy provides specific 
indemnity for loss of life, hands, feet 
or eyes through accident, pays from 


one day to two years for disability re- 
sulting from accident; pays after the 
first four days to six months for dis- 
ability from sickness, and if the sick- 
ness continues for 28 consecutive days 
covers the first four days’ disability. 
The policy provides a funeral benefit of 
$50, in case death results from sick- 
ness, and pays double the accident in- 
demnity if the injury results while on 
a railroad passenger train, passenger 
elevator or passenger steam vessel. 

The employer in endorsing the plan 
assumes no liability whatsoever, nor is 
he put to any expense. The cost 
is 25 per cent. under the usual pre 
mium rates for such insurance. 


Duncan C. Macintyre has withdraw 
us editor-in-chief of that always clever- 
lv prepared publication, “The  Field- 
man,” issued by the Chicago Bonding 
& Insurance. William R. Martin sue- 
ceeds him, assisted by Harry A. Von 
Zell More power to “The Fieldman”! 





”) DO YOU READ > 
e ADVERTISEMENTS « 
Once in a while it pays a man to read an advertise- 
ment. 
For instance, do you know why the $24,- 
816,657.00 of new business paid for in 1917 
by the fieldmen of 
INSURANCE COMPANY OF AMERICA 
exceeded by $3,751,129.00 the largest amount 
paid for in any other year since the Company 
was organized in 1860? 
Do you know why very few men who can 
make a living selling life insurance leave 


this Company? 


The answers to these questions will be of great 
value to the man who wishes to form a connection 


with 

















A Growing Company For Growing Men 





Kor a direct Agency Connection address: 


T. LOUIS HANSEN, Vice-Prest & Agency Manager 


50 Union Square 





NEW YORK, N. Y. 








Six Inheritance Tax 
Selling Pointers 
MADE BY ALEXANDER MACLEAN 


Illustrative 
Providing Fund 
Relatively Small 


Recommends Use of 
Tables—Cost of 





Selling talk about the inheritance 
lax should center around six points, 
according to Alexarder T. Maclean, 
assistant actuary of the Massachusetts 
Mutual Life. These points, which Mr. 
Maclean prints in “The Radiator” are: 

1. An amount of money must be paid 
at the death of the prospect. 

2. There is only one way in which 
payment of a definite amount can be 
guaranteed to be available at death, 
no matter when that should occur. 

4. The cost of providing this fund 
is relatively small, varying from about 
1% per cent. to 9 per cent. of the 
amount desired to be provided and 
probably averaging about 3 per cent. 

4. While the insurance is to be taken 
for a definite purpose, it will still be 
of great value even if at the death 
of the prospect the payment of an 
estate tax should no longer be re- 
quired, and if this should be go be- 
cause the insured has been unfortu- 
nate in business the insurance money 
will certainly be more than valuable 
to his beneficiaries. 

». Almost every day we hear of es 
tates which through lack of ready cash 
have heen seriously depleted through 
the necessities of the Federal and 
State inheritance taxes. The loss is 
not only one of capital but of a cor- 
responding permanent income to the 
beneficiaries of the deceased. The 
amount lost under these circumstances 
is generally out of all proportion to 
the cash realized for the purposes of 
taxation and certainly out of all pro- 
portion to the cost of securing the 
necessary funds by means of life in- 
surance. 

6. Show your prospect a table of the 
amount of tax payable according to 
the various amounts of estate, and it 
is generally a good thing to include 
in that table amounts of estate much 
larger than the prospect is likely to 
have. Most people are pleased by the 
assumption that they possess more 
than they actually do. 


NEW PRUDENTIAL GROUPS 


Recent sales of Group Insurance by 
The Prudential Insurance Company in- 
clude the following: 

The J. E. Mergott Co., Newark, 
manufacturing metal goods; Crescent 
Hosiery Mills, Niota, Tenn., manufac- 
turing hosiery; J. E. Bates & Com 
pany, New York, wholesale shoes; 
The C. F. Pease Company, Chicago, 
fll., manufacturing blue prints; Mil- 
waukee Paper Box Company, Milwau- 
kee, Wis., manufacturing paper boxes; 
Adler Manufacturing Company, Louis- 
ville, Ky., pianos, organs and phono- 
graphs; Budd Wheel Corporation, 
Philadelphia, manufacturing automo- 
bile wheels; Englewood Manufacturing 
Co., Englewood, Tenn., manufacturing 
hosiery; George W. Davis, Manayunk, 
Phila., Pa, manufacturing carpets, 
rugs and yarns; Wadhams Oil Com- 
pany, Milwaukee, Wis., manufacturing 
lubricating oils and soaps. 


Representatives of the Massachusetts 
Mutual who have died recently are 
John H. North, Syracuse, and Edgar L. 
Martin, Manchester, N. H. 





The Rochester Life Underwriters’ 
Association is to adopt a new consti- 
tution. 
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Year’s Premium For 
Service Insurance 


PLAN OF WISCONSIN COMPANIES 


Suggestion Made to Washington to 
Reduce Lapses—Recommends Postal 
Savings Stamp Idea 


The Life Convention of Wisconsin, 
of which William A. Fricke is secretary 
and counsel; George A. Boissard, chair- 
man of executive committee; and which 
has as members the Wisconsin Life, 
Wisconsin National Life, Great North- 
ern Life, Old Line Life and Guardian 
Life of Wisconsin, has mailed a letter 
to Secretary McAdoo suggesting that 
the Government give each honorably 
discharged soldier and sailor a premium 
receipt for one year’s insurance. The 
letter follows: 

Mr. Secretary: The Life Convention of Wis 
consin gave cordial endorsement to the War 
Risk Insurance Bill when that measure was 
vending in Congress, and extended wiole 
hearted co-operation to the War ‘Risk Insur 
ance Bureau to the end that the men mustered 
into service, for their dependents and them 
selves, should have the fullest protection the 
insurance offered hy the Government afforded 


Phe enormous volume of insurance written 
by the War Risk Insurance Bure: u evidences 
not only the need and value of such protection 
but constitutes also the best commendation for 
the men who conceived this great measure and 
by their wise forethought and convincing de 
termination made possible these insurance ben 
chts to the men in the army and navy 

Ihe creation of this Bureau and the granting 
Wf this insurance by the Government has not 
heen an injury to the business as conducted 
by the life insurance companies; on the con 
trary. it has been a distinet benefit in bring 
ing directly home to our people the need of 
the protection of life insurance and the earry 
ing of its benefits in larger amounts. Harm 
and injury could come to the life insuranee 
companies and to our people only if this ex 
periment on the part of the Government should 
prove a failure, orconveyed to the people and 
the insured the thought or impression that the 
need of the protection of life insurance w:s 
not a continuous need, but for acceptances 
only at time of great individual hazard and 
then lightly discontinued when immediate 
danger has passed, rather than by persistent 
maintenance cultivate the habit of a most ce 
sirable form of thrift and making certain the 
protection of dependents and self againat 
future adverse contingencies 

The great and beneficent problem of the 
War Risk Insurance Bureau therefore, still 
seems to be unsolved. The one year term in 
surance mlan under which the Bureau's insur 
wice protection is now furnished was for tem 
porary purposes only. and while under the war 
risk insurance law this temporary and cheap 
form of insurance may be continued after Ie 
ing mustered out of service for the limited 
period of five years, to be exchanged. during 
or before the end of such period, for some 
regular and necessarily higher cost form of 
insurance, the conditions of continuance and 
ta exchange to regular forms will involve. we 
fear, an enormous lapse ratio and so reduce 
the volume of insurance now carried. which 
un its results will be of harm and iniury to 
the men and to the business of life insurance 
as a whole, unless wise preparatory steps are 
now taken that will make for the maintenance 
of this insurance and its easy and ready cor 
version to regular forms when the man returns 
» civil life. 

Just now, with his maintenance in the serv 
ice and the deduction from his pay check of 
the monthly premium, there is no difficulty in 
holding the volume of insurance written; but 
once mustered out of service. when the im 
nediate consideration is a job to meet living 
expenses, the deduction of this monthly. pre 
nium remittance becomes an individual pro! 
lem, which with the large average policy car- 
ried, may become a burden difficult to bear, 
and so become impossible if a like amount of 
nsurance is attempted to be transferred or 
onverted to the higher priced regular forms. 
_A large termination or decrease in the num 
vr of insurants in the Bureau after the 
termination of the war would be harmful to 
the business of life insurance as a whole as 

lapse precedent and a bad example since 
© man who has once carried a policy and 
iwses has not learned the value of persist- 
ence, is apt to do so again and looks lightly 

‘non the obligation life insurance imposes 
Not so much the decrease in volume—if that 
ecrease is ‘an intelligent adjustment to the 
thilities to maintain in force—but a large de 
rease in the number of insured would lx 
armful: not only that, but the withdrawals 

lapsations would constitute the most. de 
rable of the present group of insurants—men 

10 feel they are still good risks. and can 
‘ter, if they wish, secure what insurance 

ley may desire—and so leave those remain- 

to constitute a group with a much higher 
rtality than the premium rate charged cat 
vovide for and thus have the War Risk In- 

'rance Bureau become of much larger cost 
ind expense to the tax-payers. while the con- 
tinuance of the largest possible number of 
Bresene. insurants—even if for smaller amounts 

Ww ud tend to a redjction in the cost as a 

ole and so prove a direct benefit to the 








tax-pavers in a lessening of their after wat 
bordens, 
Makes Three Suggestions 

rhe members constituting the Life Conven 
tion of Wisconsin helieve that most of the 
difficulties may be avoided by timely considera 
tion and preparation and the insurance co: 
tinued within the means of each man mustered 
ut of service, under plans, too. which will 
simplify the conduct and labor of the Burean 
ind avoid the harmful effect which a whole 
sale lapse or termination will involve, and 
is for this purpose that the life convention 
now addresses you and offers the following 
suggestions, 

Ist. That the forms of policy to which the 
present insurance may be converted be pre 
pared immediately and the exchange or con 
version be taken up with each man wher 
mustered out of service, and the amount and 
form of policy for continuance then determined 


2nd. That each man when mustered out of 


service and having exchanged or converted 
his present policy to such other form be give: 
a premium receipt to cover the first vear of 
insurance under his converted policy 

3rd. That at the same time, the man Ix 
furnished with a postal savings bank bool 
showing clearly the amount of weekly of 
monthly deposit required for the accumula 
tion of the next annual premium on his policy 
Phat such deposits may be made and entered 
in the postal savines book at any post office 
in the United States and when the deposits 
vccumulating the next annual premium have 
been so completed, the postal savings ban) 
book may be turned in at any post office in 
exchange for the official annual premiun 
receipt. 

In the War Risk Insurance Bureau this 
would greatly simplify the accounting work, 
provide a convenient method of payment for 
the insured and promote the habits of thrift 
ind saving and enable the insured to earry a 
larger amount of insurance by ‘bringing the 
method of payment of premium within 
means of his salary or wage payments, and 
so far as the Bureau is concerned placing 
usiness on an annual payment basis 

Conversion Recommendations 

1th. The form of poliey offered in) cony 
sion should afford the fullest measure of pro 
tection for the dependents, and for the ma 
u the event of total disability. and” provide 
the means for an Old Age Income with such 
a gtaduation of premium cost as not to make 
he mmerease in the cost of insuranee from the 
resent insurance to the converted poliev te 
idden. Such a policy might be prepared alon 
some such lines as the following: 

(a) A Five-Year Term Rate, to whieh 
shall be added a Total Disability Vremium 
providing for release from premium pay 
ments in the event of total disability nd 
a monthly imcome of $8.33 per $1,000 of in- 
surance, without deduction of such pay- 


ments from the face of the policy and the 
addition of one-fifth of the present value 
of the regular premium at an age five 
years hence for an endowment at aee 65 
paid in twenty premiums. 

This would give a reasonable premivin 
during the first five years after conversio: 
and enable giving the insured a premiun 
receipt for the sixth year of insurance and 
enable him to prepare for the higher pre 
mium required, for which called, from and 
after the seventh year. 

(b) At age 65 the policy to be converted 
into a monthly old age income for life 

With an income to the family assured in 
the event of death, an income in the event 
of total diswbility and a competency for 
old age assuring an income then for life. 
the protect‘on afforded will appeal to the 
men as a valuable thing worth conserving 
and which they can pay for during their 
productive ye:rs and by a method impos 
ng the least of hardship and denial. 
sth. The required reserve to be maintained 

to the end that the group may become self 
supporting and that the individual policy be 
nne of increasing value and be the means 
ft thrift and saving when its protective fea 
tvres are—in individual cases and under cer 
conditions—no longer necessary 


Expense of Management 


Under these converted policies, the Govern 
nent can still continue the payment of the 
expense of management without imposing an 
expense charge and so give to the men insured 
in the War Risk Insurance Bureau their in- 
surance on a net premium basis without harm 
to or reflection on the life insurance companies. 
s the people will readily understand that such 
lifference in the cost is a part of the nation’s 
mtribution for the patriotic service rendered 
In connection with a provision of permitting 
veekly and monthly deposits in postal savings 
vanks for the accumulation of the following 
vear’s annual premium we suggest vour con 
sider:tion of: whether it would not be advis 
ble to provide for such premium accumulations 
stamps” and these 
pasted in a premium saving stamp book, whic! 
vhen showing deposit equal to the premium 
in be turned in for the premium receipt And 

ether it would not be of value to extend the 
privilege of purchasing such “life insurance 
tamps” to policyholders of companies, as well 
is policyholders in the bureau, to enable them 
» so also aceumulate their life insurance 
prem i's 

The “stamp method” of premium accumula 
m would further simplify the lobor of hand 
ig premium accounts, both at the bureau and 
vost office, while its extension, by permitting 
the life insurance companies to emoloy this 
nethod wold popularize the life insurance 
stamps, with the active co-operation of the 
life insurance solicitors—then too a more gen- 
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eral use of this method would become an aid 
and constant reminder to the men insured in 
the War Risk Bureau and so add to the per 
sistency in maintaining the insurance. 
Besides giving to the Government the use of 
all such money deposited, it would, while sup 
plementing the preachments of the war 
savings stamp idea, furnish the opportunity t 
thousands of takine an adequate amount of 
life insurance protection and accumulating their 
premiums by depositing small amounts and s« 
curing for themselves the saving from annual 
payments of premiums instead of the larger 
amount involved by fractional payment 

The members of the Life Convention of Wis 
consin would be opposed to Government insur 
ince as not being one of the proper functions 
of Government, but we do most heartily believe 
in the purposes of the War Risk Insurance 
Bureau in furnishing life insurance to the men 
engaged in war and naval service, and in mai 
taining such insurance for their benefit whe 
they have been mustered out of service : 
this end the Life Convention of Wisconsi: 
nledges most cordial co-operation, and this com 
nunication is to renew to you such assurances 

d in the hope that the suewestions made 


navy receive consideration and prove of benetit 


A Letter From Rupert F. Fry 
Rupert F. Fry, president of the Old 
Line Life has written the following let- 
ter to Clarkson Potter, Assistant-Di 
rector of the Treasury Department: 

Dear Sit I think the citizens of the United 
States would the willing and proud to aid and 
participate in a popular subscription to take 
care of the first vear’s premium for the soldiers 
and sailors and that each citizen would like to 
be the possessor of a “Soldier's and Sailor's 
Certificate of Appreciation.” 

It is my thought that every employer weuld 
be willing to wive six, seven or cight dollars 
for each thousand of Government insurance 
that his employes carried, who joined the 
colors; that each relative, co-worker and friend 
would like to contribute and 
“Soldier's and Sailor's ‘Certificate of Appres 
tion,” the certificates to be of different sizes 
to meet all classes—one size $25 for those ih 
moderate circumstances; another size to cost 
$50 and a larger size for all those who con 
tribute $100 or more In the largest certifies. t 
the amount could be stated 
The thought eccurs to me that enough money 
could be raised in this manner to take car 
of all the claims which occur during the next 
twelve months and that it would not be neces 
sary to use any of the money secured fron 
the next loan er appropriate any money trom 
taxation to take care of this insurance fund 
You appreciate that much of insurance wil! 
apse unless something like this is done and 
the idea would be to permit the insurance met 
to wive their services in order that this fun 


might be crested and thus keep much of the 


insurance that has now been writte: the 
lives of soldiers and sailors in fore 

If funds are used for this purpose, TI thin) 
t would be proper that those who contribute 
of Appreciation” for 


Possess a 


be given a “Certificate 
their homes 
I expect to ln Washingte toe st wee 


December and will talk with vou further 
UNION CENTRAL RULES 


Waive War Limitations—Will Refund 
Premiums—Paying Claims With 
Provisions Eliminated 


Policies issued hereafter by the Union 
Central will contain no limitations with 
respect to military or naval or relief 
service, Limitations with respect to 
military or naval or relief service in out 
standing policies are waived, Extra pre 
miums for military or naval or relief 
service heretofore collected will be re- 
turned. All claims including those here 
tofore incurred under policies which 
contain provisions for extra premiums 
for military or naval or relief service 
will be paid irrespective of such pro- 
visions 


PROFESSIONAL MEN 


Equitable of lowa Tells Why They Make 
Good Insurance Agents—Doctors 
Excepted 


It was recently stated that there are 
3500 lawyers in New York City alone 
who have an inadequate income, says 
‘Equiowa.” As a rule, a lawyer is away 
above the average man in qualifica- 
jions, and can make a splendid suc- 
cess in this business But there are 
also many other professions which af 
ford an inadequate income to those 
following them at the present time. 
This is not true of the medical pro- 
fession, because on account of the 
drain on the medical profession for 
war services, the remuneration to medi- 
cal men at the present time is higher 
than ever before in the history of the 
country 
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be won! Here’s a word of advice and 


crution. The majority are totally un- H ME j IFE 
familiar with insurance terms, so avoid 


Finns ee ee ee aoa nnneeee ww technical phrases. Be simple, direct, 
“Hope is a good breakfast but a bad An unusually practical, keen sales- ang clear, yet never imp'y by mavner INSURANCE Co. 


i : ; ossess Man confessed to me the other day 6, word that you are adjusting your 
supper It is a ‘ine thing to possess Vi * adj : (Purely Mutual) | 


veneer 
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the bit of ntiment in his nature, that cares talk te iv deetee of inowledzo | 
an optimistic nature, to begin your is concealed by his brusk, a.ert, busi- a ‘‘- ech oe ee | 
day's work enthused, full of fresh yessdike appearance I liked his con | 256 BROADWAY, NEW YORK 
“age i , ; ore i ontik ‘marks cuough to repeat , 
courage and hope But more than — fidenti ue rem irk ° ( ) | “m . GEORGE E. IDE, President 
hope is demanded of us all. It is quite them When | start home at th “Home, sweet, home” receives rather 
essential to “bring home the bacon,” week-end, with applicat-ons and cash » cryel blow to its reputation when ———__— | 


. in my pocket, | feel a real satisfac ; eenitiaaie es _ 
which was missing at the morning tion in my success, glad to bring home We 4re authentically informec ial The fifty-eighth annual re- 





meal of Hope the fruit of my labor to my awaiting more accidents happen around ‘home port shows insurance in 
wife and kiddies; but more than that, (Chan any other cne place. Are we so force of $146,050,144, an in- | 
‘ ; licyhojders probably find it ® I pass the lighted windows of farm reckless in our homes or are the archi- crease during the year of 
a eee eee a house after farm house and know that tects responsible? $12,556,816. The Company 
easier to meet the demands of Liberty I, by my personal efforts and persua ae a Pa + wa a | 
Loans, Thrift Stamps, Red Cross and on, have placed protection in those 7 1917 $3,467,823, of gene Te 
y. M. C, A. pledges than those who homes, I feel a happy pride and Blow $731,696. ees rv dividends 
are without insurance, for the plan of that _ gcc and wholly dis or premium refund. Its 
systematic thrift has already been es 2°°0' sanceted acme ' aig ony “i : & insurance reserve fund was 
: ; : ; The insurance man who gets this o¢ increased by $1,688,199 and 
tablished. Definite motives lie back  ¢agignal glimpse of the sacredness and More h Pe : ,. 4 lt “- 
of all systematic saving, and economiz- responsibility of his profession, knows the ssets are now $34,- 


iets ‘ ; 442,304.08. 
ing for the future protection of one’s the sort of feeling IT mean, but can't P 
ing for the future protectic aden” OWer 


family becomes a stepping-stone on 


to “Hooverizing” for the immediate To You For Agency apply 7" 


and future protection of one’s country Do you rise early, with all essential 


preparation made the night before, and GEORGE W. MURRAY, 


make the morning hours count, or do Supt. of Agents. 








“There was one that found a great you have a late breakfast, stop to The more push there 
mass of money digged underground in jogk over prospect cards, and get i whi 256 Broadway, New York, N. Y. | 
his grandfather's house, and being tarted abeut time to quit for lunch? 1S behind you the more | 
somewhat doubtful of the cause signi If you have the later habit, here's power you have. We SEER DEERE —- - —— 





whi eans de ot ly ill ° . 
fied it to the Emperor that he had ino Renae emai & ‘slothful furnish the push. This 


found such treasure. The Emperor disposition, to do that in the after push is the help we Build Your Own Business 


made a rescript thus: ‘Use it.’ He yoon which should have been done in . 

wrote back again that the sum was jhe morning.” give our men. No under our direct general agency contract 

greater than his state or condition other life insurance 

could soapbe b a M — . = There are inany amusing stories told company does as much Our Policies provide for: 

pit e8 Ra eer ere ~s te of the resourcefulness of agents in ob . Ke 

surance meet just this situation Bevis satin Webaieines bet sume xen, de to Insure the success Double Indemnity, 

penetra te api roclve® sir to Follow the rove avin meth | of its Field Force. Ask | | Doupara peencpig: 

enoug or se i "hh 4 ( F ; rs > s een if - tar t 

— ro ee seal eelaleanenewauion al any Bankers Life man epee eeaaiearinei 
prejudice your case, nine times out of or write Reducing Premiums 

Don't forget to remind religious fan ten 

atics who abuse insurance that the S the new Lowy Rates 

first American insurance company was ; ‘ ‘ ” 

chartered 1759 for the establishment é never see one 0 a awmMous New e JOHN F. ROCHE, 'Vice-Pres’t 

of the corporation for the relief ot York writer's books in the library but Bankers Life 

poor and distressed Presbyterian mi what I think, oh, the volume his wife 


THE MANHATTAN LIFE 


ten, nd gta ie ceenivenine Sank ak camer aie Company INSURANCE COMPANY 


There are some men who seem to ®#d jams for an indifferent and un 




















imagine themselves the ‘Struldbrugs’ Certain public, being left with only the DES MOINES 66 BROADWAY NEW YORK 
(Immortals) of “Gulliver's Travels.” copyright on her husband’s few books. Organrzed 1850 

Those of you who have read that Be glad you are writing insurance, 

quaint, imaginary tale will remember boys, instead of books Literary men, — en en 
the Struldbrugs, children born with a from all accounts, need “getting after” THE BERKSHIRE LIFE INSURANCE CO 
red circular spot on the forehead, born by some of our most convincing men. OF PITTSFIELD, MASS ” 
exempt from that universal calamity Sussepemnbel 1851 , 

of human nature, Death. Men who Some time ago a good suggestion was W. D. WYMAN President 

persistently refuse life insurance, mak- made that the Life Insurance Presi- ae c 

ing no provision for the future of loved) qents’ Association and the Natfonal A purely mutual Company, issuing all desirable forms of life insurance. 
ones or the future of a splendid busi- Association of Life Underwriters take ATTRACTIVE LITERATURE 

ness, may not question the reality of up the matter of utilizing moving pic- Ambitious, Productive and Trustworthy Life Agents may be benefitted 
— yet fe cae psd a gag asc tures to educate the publie on life by corresponding with 

ley considerec lemselves “Struld- jyncurance topics. He any sue : A ‘ 

brugs,” free to work and earn forever. Slane have a uae ser are ae W. S. WELD, Superintendent of Agencies 








7 THE REAR GUARD 


A ‘ ‘e \) No more virile and efficient body of men can be found than the large army of life underwriters. 
) ) Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 


of the Company 2nd the Institution he represents. The stronger the rear guard, the greater the 
// agent’s morale and chance of success. 
» ( Four big success factors in the work of the Union Central Agency Force are: 
The GOOD WILL created by farm loan investments The SECURITY of the non-fluctuating, panic and war 


developing the Country’s agricultural resources, an proof investments, limited to first mortgages on carefully 
thereby contributing largely to the world’s food supply. selected cultivated farms, and U. S. Liberty Bonds. 


The UNIQUE SERVICE extended freely to the insured The SAVING enjoyed by policyholders in premium de- 
and their beneficiaries, meriting the appellation—the posits, the result of the Company’s superior earnings, 
' Great Policyholders’ Company. tavorable mortality, and economy of management. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. of Cincinnati, O. Allan Waters, Second Vice-President 
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Resent A. R. Marsh’s 
Liberty Loan Raps 


“Economic World” Editor at One Stage 
Thought Some Subscriptions 
“Scandalously Inadequate” 


BELITTLES EFFORTS OF AGENTS 


Companies Say His Premises and 
Deductions Are Incorrect—1919 
Net Incomes Anticipated 


Editorials in “The Economic World” 
signed by its editor, Arthur Richmond 
Marsh, and criticising the Liberty 
Loan subscriptions of one group of 
American life insurance companies 
have caused something of a stir in 
some of the offices. Mr. Marsh found 
fault with the size of the subscriptions 
which these companies made, thought 
them inadequate as compared to the 
Prudential of England, for example. 
and even condemned companies for 
‘not maintaining intact the amounts 
of bonds apportioned to them upon 
their subscriptions.” When these com- 
ments were made the subject of an 
editorial in The Eastern Underwriter 
Mr. Marsh wrote to this paper and 
declared that at the time he wrote 
the first of his articles the subscrip- 
tions of the Mutual Life, The Pruden- 
tial and the New York Life and the 
Mutual Life were “almost scandalous- 
ly inadequate.” In this letter he also 
took a rap at agents “of companies 
like The Prudential, the Mutual Life 
and the New York Life, saying that 
their activities in the way of securing 
subscriptions to the war loan for the 
most part diverted from other chan- 
nels to the insurance companies “sub- 
scriptions that would have been made 
in any case.” 





Unfair Deductions 

To those familiar with the remark- 
able achievements of American life in- 
surance companies in the Liberty 
Loans, and the great work of the 
agents, the question might have been 
asked: “Who is Arthur Richmond 
Marsh, and what has he done or how 
is he qualified to sit in an office and 
act as a censor on these matters?” 
This is not the proper way of look- 
ing at the matter, however, as Mr. 
Marsh in the past has often been a 
discerning and scholarly reviewer and 
analyzer of economic, financial and 
underwriting events. In his Liberty 
Loan articles, however, he has been 
careless of his facts and unfair in his 
deductions. Had he inquired among 
leaders of finance he would have found 
a general prevailing opinion that the 
loan activities of life insurance com- 
panies and agents in this country had 
set a new high water mark of patri- 
otism and of prodigious effort and re- 
markable results. The insurance com- 
panies in this country subscribed for 
at least $500,000,000 in the Fourth 
Liberty Loan drive alone, the bulk of 
the subscriptions being through life 
insurance channels, while the agents 
of this country sold bonds in the mil- 
lions of dollars, and in many cases 
they were not diverted from other 
channels to insurance company sub- 
scriptions, but were the result of 
straight canvassing in factories, office 
buildings and on streets corners, sub- 
scriptions which no one else could 
have secured. To cite just the ex- 
perience of agents of one company, 
the Travelers, its agents sold millions 
in Greater New York, all by the hard 
est kind of personal solicitation. Two 
of the companies criticised by Mr. 
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Marsh-—the New York Life and the tom of a page of the company’s circular re 
Mutual—anticipated their entire net in- ferred to above: 


‘ ‘(Be very careful to see that you get trom 
. ¢ _ wr / 
come for 1919 in order to subscribe each subscriber all that he can take. Don't 


for bonds. The investments of The let a man_ get off with $50 when he should 
Prudential since the war started have take $100. Don’t let him get off with $100 when 


e ‘ate P canap, le should take $1,000. Raise him every time 
practically been in Government secur- yo, can do it. Make him come across.” 
ities. 


Before its issue of October 26, The 
_In his October 12th issue Mr. Marsh prudential, New York Life and Mutual 
discussing the resources of the New jad largely increased their subscrip- 
York Life, Mutual Life and The Pru- tions. In its October 26 issue the “Eco- 
dential, and comparing their loan sub- nomic World” called attention to this, 
scriptions at that date, concluded with put made the following comment in 
the comment: part: 


These are not cheerful figures, especially We cannot bring the matter to a close im 
when the Fourth Liberty Loan is dragging as these mages, however, without calling atten 
it now is. Nor are these figures to which the tion of the American companies we have re 
three great life insurance companies will look ferred to, to another point of patriotism in 
back with complacency when the American the conduct of their affairs. This is that not 
people come to understand their meaning and a little stress is laid by the American public 
to assess accordingly the worth of the com at this time wpon the duty of subscribers to 
panies from the standpoint of the public wel- our war loans to maintain intact the amounts 
fare. In fact, it might now be well for the of the bonds apportioned to them upon their 
proper Liberty Loan Committee, or the Secre subscriptions, unless they are compelled ‘by 
tary of the Treasury himself, to take the actual stress of their circumstances to sel! 
proper officers of each of these companies, ask out a part or all of their holdings. This is a 
ing them how it applies in their own case rule which seemingly has not been followed 
The following abjuration to the agents of the by the New York Life, Mutual Life or by 
New York Life in connection with the loar The Prudential. Each of these companies, ac 
subscriptions of other people they are urged cording to the statements given out at the 
to secure, is printed in large type at the bot- time. subscribed for $5,000,000 of the first Lib 





The Power of Veteran Leaders 


PLUS 


The Enthusiasm of Youth 


is the Home Office combination that is 
working and achieving every day to give 
Maryland Assurance agents an unusual 
quality of practical aid and personal 
encouragement. Life Insurance, Health 
and Accident Insurance—a wide range 


Maryland 


Assurance agents are making good, and 


of very attractive policies. 


making money. Valuable openings in 


productive territory for energetic 


ambitious men. 
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erty Loan and for $10,000,000 of the Second 
Liberty Loan, both issued in 1917. * * 
A Letter From Mr. Marsh 

Mr. Marsh has written the following 
letter to The Eastern Underwriter: 
Editor, The Eastern Underwriter: I have 
read with interest and with some perplexity 
the editorial on page 12 of the November 15th 
issue of The Eastern Underwriter in which 
you criticize as inaccurate the two articles 
written by me and published in The Economix 
World of October 12 and October 26, respec 
tively, on the subject of the support given to 
the Fourth Liberty Loan, and in general to 
the war financing of the Government by three 
leading life insurance companies of this city 
l am particularly puzzled by the following 
sentence “Mr. Marsh has called attentior 
to the unusually high subscription of the Pru 
dential Assurance Company of Great Britain 
which was much higher than the subscriptions 
of the Metropolitan Life Insurance Company 
or The Prudential Insurance Company of Amer 
ica, both of which totaled $120,000,000." L have 
carefully re-read my articles in The Economix 
World to which you refer and I.do not find 
the Metropolitan Life Insurance Company even 


mentioned in those articles The three life 
insurance companies whose subscriptions to 
the Fourth Liberty Loan I contrasted with 


the subscriptions of British life insurance com 
panies to the war loans of Great Britain were 
the New York Life Insurance Company. the 
Mutual Life Insurance Company and The Pru 
dential Insurance Company of America. There 
was indeed not the slightest reason why | 
should make any unfavorable comment on what 
the Metropolitan Life Insurance Company was 
doing toward assisting the Government. in 
financing the war, because the War-Saving 
Stamp campaign of this company had already 
at the time of my first writing netted the 
Government over $65,000,000 and wa in a tai 
way to yicld a very much larger sum rhe 
product of this campaign, combined with the 
subscription of the Metropolitan Life Insur 
ance Company to the Fourth Liberty Loan 
brought its total contribution to the Govern 


ment well up to what the British companies 


had done On the other hand, the three com 
panies which I did criticize had at the time 
of my first article subscribed for amounts of 
the Fourth Liberty Loan bonds which were 
in my opinion, almost scandalously inade 
quate Certainly their ubscriptions bore no 
proper relation either to their resources or 
the one hand, or to the subseriptions of the 
British companies on the other Furthermore 
not one of these companies hid lertaken a 
really productive campaign like that of the 
Metropolitan for securing funds for the Gov 
ernment which otherwise would not have beet 
secured As every competent observer knows 
the activities of the agents of companies like 
the Prudential, the Mutual Life and the New 
York Life, in the way of securing subserip 
tions to the war loan for the most part simply 
diverted from other channels to the insurance 
companies subscription that would have bet 
made in any case Within two or three days 
ifter the publication of my first irticle the 
companies referred to in that rticle added 
very largely to their subscriptions bringin 
them up to a much more respectable figure 
though the combined subscriptions of no two 
out of the three reaches the sum of $120,000,000 
nentioned by you 

regards your comment to the effect that 


the British companies were enabled to sub 
scribe largely as they did to the British was 
loans because the British Government tool 
over from them American securities for use 


is collateral in the United States, giving the 


companies in place of these securities British 
war bonds, I would call your attention to the 
fact that in my articles I referred particularls 
to the British Victory Loan of 1917, this being 
the loan to which the British Prudential sub 
cribed $125,000,000 Now ie takine ver of 
American securities hy the British Gover 
ment from the British life insurance companie 

intedated this loan by more thin a year S 
tar as I Can ascertatt the ript . 
the tritish companie to e Victory Loan of 
1917 consisted of new n evs and had not 
ing whatever to do with any ¢ r ransa 
tions between the Brit ove 1 ind th 
companies in the matter of American securi 
ties We have Secretary McAdoo’s authority 
for the statement t t the British Government 
isked the British life companies to borrow to 
the extent, of 1 r cent f their assets is 
order to subscribe to 1e Victory Loan We 
know. further, from the reports of the British 
companies that they al lid borrow very heav 
ily for this purpose Why should they have 
done this if they still had American securities 
in the hands of the British Government, in re 
turn for which they Id take Victory Loat 
honds? 

With reference to the third paragraph of 
your editorial in which you state that the 
Mutual ‘Life Insurance Company “subscribed 
for $10,000,000 of the first loan, but, as that 
loan was largely oversubscribed, no bonds 


whatever were allotted to the company.” 
although you speak with complete assurance 
of correctness I cannot but think that you 
ire mistaken The total subscriptions to the 
first ‘Liberty Loan were $3,035,226,850, the 
imount allotted was $2,000,000,000 On this 
basis a just allotment must have been give: 
to the Mutual Life, two-thirds of the $10,000,000 
which you state was subscribed by this com 
pany to the first Liberty Loan, though the 
amount which I find recorded in ineurance 
journals of the time of the first loan is $5,000, 
000. Now, it is inconceivable that the Mutual 
Life Insurance Company could have escaped 
its proper proportion of the bonds subscribed 
for by ‘it. except by some kind of collusive 
understanding with the agencies through which 
the bonds were allotted I am totally un 
prepared to believe that there would have been 
any such understanding 

In order that your readers may be accurately 
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informed as to what I said in The Economic 
World upon this subject may I ask you to 
give this letter space in your pages? 

Mr. Marsh’s letter and his editorials 
contain so much misleading Liberty 
Loan information, including compari- 
sons, that in commenting upon it there 
is difficulty in knowing where to be- 
gin. It might be well to start with 
the subscriptions, allotments and pres- 
ent ownings of The Prudential’s bonds. 

In the Second Liberty Loan this 
Company subscribed for $10,000,000, 
was allotted $5,197,500, of which it now 
owns $5,197,500. In the Third Liberty 
Loan it subscribed for $15,000,000, was 
allotted $15,000,000, and now owns 
$15,000,000. In the Fourth Liberty 
Loan it subscribed for $60,000,000, was 
allotted that amount, and still has that 
amount. In the First Liberty Loan the 
Company was allotted $1,375,000 on a 
$5,000,000 subscription, of which is- 
sue it owns no bonds. Summing up, 
The Prudential subscribed in all for 
$90,000,000; was allotted $81,572,500, 
and now owns $80,197,500. 

As Mr. Marsh questions explanations 
of what happened in connection with 
subscriptions and allotments and sale 
of bonds the following facts are worth 
noting: 

The subscriptions to the First Liber- 
ty Loan were not uniformly reduced 
on a pro rata basis, the larger sub- 
seribers receiving very much smaller 
allotments proportionately. 

At the time of making all allot- 
ments, it was found that a good many 
institutions and large industrial cor- 
porations had entered the subscrip- 
tions of their employes in lump sums 
and were thus unable to give the 
small subscribers the full allotments 
that they would have received if they 
had entered separate and individual 
subscriptions. To fill the real and ur- 
gent demand for bonds of this loan, 
created by this situation, The Pruden- 
tial, with the knowledge and approval 
of the Federal Reserve’ Bank, dis- 
posed of the bonds it had received at 
par. 


Mr. Marsh’s Early Editorials 


In view of Mr. Marsh’s later edi- 
torials it is interesting to glance over 
some of his earlier ones. On Febru- 
ary 2 he said: 

“This correspondent points out also 
that comparisons of the war loan sub- 
scriptions of British life companies 
with those of American life companies 
are wholly unfair to the American 
companies, inasmuch as the British 
companies were in the fortunate po- 
sition of being able to re-sell to the 
United States large amounts of Ameri- 
can securities in their portfolios, while 
American companies have no such re- 
course.” 

Again: “The American companies, 
unlike the British companies, must re- 
ly almost exclusively on the ‘home 


market for the disposal of the pre- 
war holdings of securities and evident- 
ly they could not go far with the sale 
of these securities without producing 
distressing effgcts both for themselves 
and for the national economy as well.” 


Not only were American companies 
debarred from selling Liberty Loan 
bonds even at far lower prices be- 
cause of the lack of buying power, but 
the entire credit structure of the coun- 
try demanded that the American com- 
panies should continue to buy on a 
small scale. 


Said Mr. Marsh editorially: “As 
things now stand, the companies must 
confine themselves to buying war 
bonds with their current surplus in- 
come and with the proceeds of such 
of their older investments as may ma- 
ture during the war.” 

The Prudential’s total subscriptions 
to the Third and Fourth Liberty Loans 
should exceed what its excess income 
over disbursements is estimated may 
be for the calendar year 1918 by more 
than 50 per cent. 

Said Mr. Marsh: “The insurance 
companies’ subscriptions to the earli- 
est of the British War Loans were 
relatively small in aggregate amount, 
but their subscriptions to the Victory 
Loan of a little over a year ago were 
little less than amazing. There is no 
reason to doubt that the war loan ex- 
perience of the American companies 
will follow along the same _ lines,— 
and that as each successive war loan 
is brought out in the United States 
the companies will be found increasing 
very heavily the amounts subscribed 
by them.” 

And, yet, Mr. Marsh characterizes 
the subscriptions of three American 
companies of the first rank as “almost 
scandalously inadequate.” 


Unjust Comparison 


It would seem pertinent to point out 
to Mr. Marsh that he has unjustly 
chosen to compare the subscriptions 
by the Prudential of England to the 
Victory Loan of 1917, over three years 
after England had entered the great 
war, with the subscriptions by three of 
the larger American companies to our 
Fourth Liberty Loan, issued only a 
year and a half after America’s en- 
trance into the great war. 

To treat this subject justly and 
equitably, let us see what a compari- 
son of the figures shown on the bal- 
ance sheets of the English Prudential 
for December 31, 1913, and December 
31, 1915 (the latter date being one 
year and five months after the out- 
break of the war), with the figures 
shown on the balance sheets of the 
American Prudential for March 31, 
1917, and October 31, 1918, reveals. 

Contrasting first the conspicuous de- 
crease in the holdings of railroad, cor- 


(Continued on Page 9) 
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LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 


SININD 03 5a:sendnueeuetnasoedipokskeaanbe nena pbaauwwn SR MRKh OCD ORT D SERENE Skane $ 16,560,439.04 
ID Sete oie edcinacndguecbesseudabsbdyanieiactedbinsasadenieeesésieens 14,343,626.28 
LG dose acncahenesneabsbechitacsiieii Sains RtRONersReeITes 2,216,812.76 
ascii ohhldineniingixbanlexpanenedacnbeasenesaewneds 131,790,562.00 
Payments to Policyholders since Organization..................0eceeeeececees 19,612,616.08 
Be DOP UNS Bie POI SII onc occ iccesccccccvecccsecccccescoccves 1,500,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 




















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 

















Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insurance Com- 
pany of New Hampshire for $5,000 under the Company’s Triple Indemnity Plan, what 
foes your Policy guarantee to do? 

ANSWER: 


FIRST, it guarantees that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
fece of the Policy, will be paid. 

THIRD, that in case of death from certain SPEQOIFIED accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER 
guarantees that in case of total disability as a result of accidental injury the Com- 
pany will pay direct to YOU at the rate of $50 PER WEEK during such disability, 
but not to exceed 52 weeks, after which the weekly indemnity will be at the rate 
of $25 PER WEEK throughout the period of disability. Can insurance do MORE? 
ane WHY should any man be satisfied with a policy that would do less? The cost 
Is low. 

General Agents wanted in the following States: Pennsylvania, Delaware, Kan- 
sas, Michigan, Ohio and the District of Columbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 


























EQUITABLFE 


Mutual in Principle and Practice 


O Impregnable in Strength O 


Enterprising, Conservative Management 
i Comprehensive, Adaptable Policies 


Low Mortality Rate 





I Prompt Payment of Death Claims 
Efficient Service to Policyholders 


T Training and Education for Agents 





A satisfied constituency gained by Fifty- 
A eight years of public service 





These are some of the advantages enjoyed by 
B representatives of 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


‘of the United States 


8 For agency openings address: 
W. E. Taylor, Second Vice-President 
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November 11th, 1918, 
On the very day the Armistice was declared 


THE PROVIDENT LIFE and TRUST COMPANY 
of PHILADELPHIA 


Removed all War Restrictions from its Outstanding Policies 
and Discontinued the use of a War Rider on New Policies. 


Extra War Premiums will be Returned, and if regular 
premium has been paid, War Claims will be paid in full. 


N. W. Cor. 4th and Chestnut St. 








THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
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What Kind of Advertising 
Gives Best Returns? 


By T. Louis Hansen, Vice-President Guardian Life 














Life insurance’ advertising in the 
daily press, at least so far as metro- 
politan dailies are concerned, does not 
render service to the agent unless car- 
ried out by a campaign on a large 
scale, the cost of which would not be 
justified by actual results. The occa- 
sional life insurance ad in such pub- 
lications is, to my mind, a waste of 





T. LOUIS HANSEN 


money, because the public, at least in 
these strenuous times, pays very little 
attention to the advertising columns 
except so far as the every day com- 


modity is concerned, in other words, 
things that are wanted today: and if 
not actually overlooked, the contents 
of such ad would soon be effaced from 
the reader’s mind. I make this state- 
ment despite the fact that Henry Ward 
Beecher once said, “The advertise- 
ments in a newspaper are more full of 
knowledge in respect to what is going 
on in a State or community than the 
editorial columns are.” Dr. Beecher 
was right, but we all know that the 
public does not appreciate his view- 
point, but is more interested in the 
news and editorials of the day than 
in the advertising columns, which in 
these times is particularly true. 


In smaller cities and towns where 
the news and editorial columns are 
very much condensed and a personal 
interest is more likely to be present 
because of the closer contact between 
reader and advertiser, good results 
have, however, been obtained through 
cleverly written life insurance ads fol- 
lowed up by a vigorous personal can- 
vass. At this moment I recall one in- 
stance where the manager in charge 
of one of our newly established agen- 
cies in one of the smaller cities in- 
stituted a campaign of this sort with 
the result that although only six years 
old it is today perhaps the best known 
agency in that city. 


Magazine Advertising Costly 


Advertising in magazines and other 
periodicals is also very costly and, as 
in the case of newspapers, I doubt 
whether it can be justified when meas- 
ured by actual results, except that 
judicious advertising in well selected 
insurance publications has, in my ex- 


perience been of great value in keep- 
ing the company before the insurance 
fraternity. But if the advertising 
columns of the daily press, magazines 
and other periodicals are used it should 
always be borne in mind that it is not 
so much the space purchased as the 
wording of the appeal that is of im- 
portance. To quote Addison, “The 
great art of writing advertisements is 
the finding of a proper method to catch 
the reader's eye; without, a good thing 
may pass over unobserved or be lost 
among commissions of bankrupt.” 


Institutional Advertising 


The matter of institutional advertis- 
ing has received wide publicity and 
has been the subject of much discus- 
sion pro and con. I have rather fav- 
ored this method of educating the gen- 
eral public to realize the great part 
which life insurance plays in our every 
day, as well as our national life, and 
would still favor it if a satisfactory 
agreement as to distribution of cost, 
etc., could be arrived at by the life 
insurance companies to cover such 
program. For some time past the 
tendency has been in that direction 
for what else are the Liberty Bond, 
W.S.S.. Food Conservation and similar 
advertisements but institutional in 
character. The time ts perhaps not 
far distant when it will be advisable 
to adopt such means to educate the 
public to the difference between gov- 
ernment life insurance and commer- 
cial life insurance because of the very 
low rates charged for the former. 
Apart from the daily press, magazines 
and other periodicals, institutional ad- 
vertising should, however, be supple- 
mented by means of moving picture 
stories carrying a life insurance moral 
without giving a taint of commercial- 
ism. This kind of publicity could be 
made of great value to the life insur- 
ance agent as the soil would, to a 
certain extent, have been prepared for 
him in advance 


Novelties 


A great deal of money is expended 
by life insurance companies on mem- 
orandum books, calendars, lead pencils, 
blotters, etc., and a very large portion 
thereof is wasted in promiscuous dis- 
tribution. The chief value of this form 
of advertising lies in the bringing and 


keeping of the company’s and agent’s 
name before the public and also in the 
establishing. of a direct point of con- 
tact between prospect and agent. Mem- 
orandum books are an excellent me- 
dium to establish such point of con- 
tact and should therefore be distributed 
by the agent, if possible personally, 
and only where there is a likelihood 
that they will be of some use to him 
in his quest for prospects. An indis- 
criminate distribution destroys their 
value and is expensive as well. I con- 
sider memorandum books especially 
useful in connection with birthday let- 
ters to policyholders who are usually 
pleased to be remembered on their an- 
niversaries. In such cases the name 
of the recipient should be imprinted 
on the cover in gold. 


Calendars I consider of doubtful 
value, at least in ordinary times when 
s0 many are distributed, except when 
gotten up with an eye to utility and 
in distinctive style. We have on record 
one instance where three policies ag- 
gregating $18,000 could be traced to a 
particularly attractive and useful cal- 
endar distributed by the agent. Wher- 
ever (possible, here too the distribu- 
tion should be made in person as all 
chances for personal contact must be 
utilized. All novelties to be effective 
must be of good quality and this is 
particularly true of lead pencils as 
there is nothing more disagreeable 
than to use a pencil with poor lead. 
In connection with their distribution 
it might be stated that a pencil should 
always be sharpened before being 
handed to the prospect. 

Blotters are in great demand with 
our fieldmen as practically every per- 
son has use for them, they are cheap, 
even in good grades, and can therefore 
be distributed rather generously, but 
it is difficult to trace direct sales, al- 
though I understand one company has 
been able to do so. On the writing 
table in the home, and on the desk 
at the office, they present a mute ap- 
peal to the head of the home or the 
business for serious thought on the 
subject of adequate protection of both 
through life insurance. 


Billboards and Street Cars 


Billboards, street car advertising, 
etc., is useful to a certain extent. So 











in which to insure. 


that record is in their work. 








SECOND TO NONE IN SERVICE 


Long established and thoroughly modern, providing perfect protec- 
tion for a net cost which is notably low, and rendering service which is 
unexcelled, the Massachusetts Mutual stands out as an ideal company 
Sixty-seven years of square dealing are back of 
every one of our representatives. They will tell you how great an asset 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 





54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





The 1917 Record of Efficient Service 


by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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far as billboards are concerned, I do 
not believe this form of advertising 
is of much value, owing to its cost ex- 
cept in cities of limited size where 
two or three signs suffice and then 
only if the location is carefully chosen 
and the message such as to burn itself 
into the mind of the passerby. I have 
in my recollection one city of the above 
mentioned class where these conditions 
were observed with the result that the 
name of the company was known to 
practically every inhabitant inside of 
a year What has been said about 
billboards applies to street car adver- 
tising as well. The mission performed 
by these mediums is of course pri- 
marily confined to introducing the com- 
pany and the general agent to the 
public although if worded in terms 
arousing interest and comment, direct 
results may quite readily materialize 


Company Literature 


Company literature, so far as my 
company’s field force is concerned, 
constitutes the most popular form of 
advertising. A majority of the gen- 
eral agents who replied to a question 
naire sent out by me to ascertain their 
viewpoint favored this medium above 
any others enumerated. To be effec 
tive the leaflets must, of course, be 
cleverly written and handled by the 
agent with a good deal of judgment. 
But a leaflet in itself will not sell a 
single policy except in the rare cases 
where the prospects buy. A careful fol- 
low up system must be devised and ap- 
propriate letters sent out which each 
leaflet and followed by personal calls. 
But we shall come to this later under 
direct advertising. To test the. effec- 
tiveness of company literature by as- 
certaining whether interest is being 
created through it, thereby establish- 
ing its value to the agent, the general 
agent should keep the company ad- 
‘vised as far as possible of his experi- 
ence with each particular leaflet. 
Through a careful study of the tabu- 
lation of such reports the Home Office 
will then be able to give the field force 
the most effective co-operation of its 
literary department. 


Prospect Bureaus 


Direct advertising (Prospect Bu- 
reaus) if properly conducted is very 
effective and is, in my opinion, the 
form which gives the hest service to 
the agents. 

While my company has not as yet 
launched upon a campaign of this kind 
it is not because we do not believe 
in its effectiveness but rather on ac- 
count of the difficulties which have 
been encountered for some time in our 
efforts to find suitable help to organize 
and conduct new activities. Since the 
system has not been tried out by us 
I can only discuss its merits from an 
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Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 

Policy Contracts New and Attractive | 
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Operating in 38 States, and the Territory of Hawaii 
| Missouri State Life Insurance Company 
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academic standpoint but hope that Mr. 
Russell whose company has used it 
with success will let us have the ben- 
efit of his experience. I do know that 
a number of our general] agencies have 
had considerable success in making 
direct appeals by means of letters and 
company literature addressed to a select 
ed number of prospects and the Home 
Office has occasionally, upon the request 
of managers, writen letters to persons 
whom they wished to solicit but no 
great success attended these spasmodic 
attempts. This fact, of course, must 
not be attributed to the system but 
rather to the lack of properly co- 
ordinated effort on the part of the com 
pany and agent. 

The selection of prospects must be 
made very carefully. They should be 
classified’ so that letters on business 
insurance may be sent to those who 
would be most interested in that form 
of protection; on insurance to cover 
inheritances to men of wealth who 


would wish to protect their estates; 
on monthly incomes to those who 
should provide a certain income for 


their dependents, in which class prac 
tically every man belongs if he has 
anyone dependent upon him, and so 
on. One of our agencies in its direct 
advertising campaign specializes on 
business insurance for a certain period, 
then on monthly incomes, ete., and re 
ports good results. 


Letters and Leaflets 


The wording of the series of letter: 
used in direct advertising is of greatest 
importance and any attempt to econo- 
mize in their preparation will defeat 
the very purpose which they are in 
tended to accomplish. It will there 
fore pay to engage an advertising ex 
pert not only to prepare all letters 


and literature, but also to act in a con- 


sulting capacity after the campaign is 
in full swing to test the effectiveness 
of the appeal and to make such changes 
from time to time in both letters and 
literature as may be required, as well 
as to keep the direct advertising ma- 
chinery up-to-date and thereby prompt- 
ly meet constantly changing conditions. 

The leaflets must be of distinctive 
appearance and carry a straight mes 
sage in plain terms and in as few 
words as possible. Letters should be 
typed individually, on an “‘Aautomatie 
typewriter, which will do the work of 
a number of typists, and signed by the 
agent or manager if sent out from the 
general agency or by an officer of the 
company if sent from the Home Office. 

To make direct advertising most ef 
fective the greatest co-operation should 
exist between the sales force and Home 
Office. All letters and literature should 
be prepared and mailed from the Home 
Ollice, except in special cases, proper 
records being kept in card form of all 
persons addressed. Agents should be 
required to keep the company advised 
of personal calls made, with the result 
of same, in order that the status of 
each prospect and the’ thoroughness 
of the agent’s work may be readily 
determined. A greater number of pros- 
pects should not be circularized at 
one time than can be effectively fol- 
lowed up by personal calls on the part 
of the agency force. 

The agent should furnish the Home 
Office each week with names of. se- 
lected prospects, giving full inforya- 
tion as to business, estimated ineo ‘ie, 
married or single, ete., and as previ- 
ously stated, in what form of insur- 
ance each prospect would most likely 
be interested in order that the proper 
letter and literature may be selected. 


It has been suggested in this connec 
tion that an agent’s contract should 
provide that the names of at least ten 
prospects be furnished by him each 
week, the penalty for failure to be can- 
cellation of his contract. This, with 
his other prospects, would keep him 
amply supplied with human material 
on which to work—it would add regu 
larly to his list of prospects and would 
result in a large increase in number 
of sales, which when applied to the 
whole field, would reduce turnovers, 
and therefore tend to ameliorate what 
is possibly the worst condition con 
fronting both companies and bona fide 
salesmen today. Since he agrees to 
send these names of prospects to the 
liome Office, and report on interviews, 
he obligates himself to do systematic 
work, which latter, as we all regret 
to admit, is absent in the case of the 
large majority of life insurance sales 
men. 

One of the greatest advantages of 
direct advertising is that you are deal 
ing with a known personality, which 
gives the best opportunity to create 
interest, and through follow-ups by per- 
sonal calls, to promote action. Fur 
thermore, it is possible to determine 
whether such form of advertising is 
profitable, as expenditures and sales 
can be readily checked. 

A prospect bureau would handle the 
necessary machinery This, however, 
does not mean that the agent should 
not in certain cases address the pros 
pect direct along the lines outlined 
I am not so sure that bait sugh as 
memorandum books, etc., is necessary 
to secure attention, the right kind of 
appeal properly directed should be 
sufficient to arouse interest. However, 
I am open to conviction on this point 
and hope to secure enlightenment here 
today. But where novelties are used 
to secure a reply they should, wher- 
ever feasible be delivered by the agent 
in person who on presentation should 
state that he merely called for that 
purpose and further action on his part 
should be guided entirely by the pros- 
pect’s attitude. What I am endeavor 
ing to make clear is that the prospect 
should not be allowed to suspect that 
the article is merely a subterfuge to 
gain admission for the agent. 


Indirect Advertising 


On the subject of indirect advertis- 
ing IT might mention that bulletins 
issued by my company on health recla 
mation, food conservation, household 
budgeting, and garden charts, primarily 
for the purpose of rendering service 
to policyholders, have led to the re 
ceipt of a large number of requests 
for these bulletins from  non-policy 
holders, libraries, schools, welfare de- 
partments of large corporations, na- 
tional organizations, ete., and have 








SOUTHWESTERN 


Extracts from Report of Examination of 


LIFE INSURANCE CO. 


By the State of Texas, June 28, 1915 


“It is noteworthy that this Company was organized 
“IT beg to report further that I find the Company in excellent financial condition.” 
“The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.” 


Home Office, DALLAS, TEXAS 


without any promotion expenses.” 











ARTHUR E. CHILDS, President 


LIFE, ACCIDENT, and 


covering Permanent = and 


The Columbian National Life Insurance Company 


‘total 
Indemnity for Loss of Time— 
A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


BOSTON, MASSACHUSETTS 
HEALTH INSURANCE 
Disability and Weekly 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 
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thus convinced us of the value of such 
literature from the standpoint of gen- 
eral company publicity and the crea- 
tion of good-will toward the company’s 
representatives among policyholders 
and non-policyholders. 

Before closing I should like to add 
that there are two kinds of advertis- 
ing of which little is said and both 
are of the greatest importance to com- 
pany and agents alike, namely: (1) 
The satisfied policyholder and (2) the 
agent himself. There is perhaps no 
more prolific source from which to se- 
cure new prospects than the _ policy- 
holder who is a booster because of 
the fair and square dealings which he 
has received from both company and 
agent. He is often a prospect for ad- 
ditional insurance himself which he 
will take in the same company and 
from the same agent if they have been 
rendering him service of a high order. 
But both must join in rendering such 
service to obtain the most benefit from 
this kind of advertising. 

To make the company’s efforts really 
effective the agent must be possessed 
of a desire to render genuine service 
and be endowed with a vision beyond 
the commissions involved, as well as 
a determination to live up to the high 
ideals which should guide the life in- 
surance salesman in the pursuit of a 
vocation that offers the greatest op- 
portunity for service. Such an agent 
is an ever present advertisement both 
for his company and the life insur- 
ance business as a whole, while the 
unscrupulous agent, whom we all are 
striving to eliminate from the business, 
is the harnacle that impedes the prog- 
ress of life insurance and negatives 
the efforts of his company to create 
satisfaction among its policyholders. 
He is the adverse advertising factor 
both as regards his own company and 
the life insurance business as a whole, 
which factor we must remove in the in- 
terest of the public and our business as 
well. 

A strict adherence to high ideals by 
the company and its agents creates 
confidence in both and produces the 
satisfied policyholder—one of the most 
effective advertisements to be found. 


Marsh Loan Criticisms 
(Continued from page 6) 


poration and municipal bonds of the 
inglish company with the increase in 
holdings by the American company, it 
must be remembered that while the 
English company found an _ excellent 
market in the United States for a very 
large part of the bonds it sold, the 
American company by moderate pur- 
chases has helped to stabilize a very 
precarious security market and to as- 
sist in the financing of corporations en- 
gaged in most essential war work. 


Government Securities 

If we next contrast the increases in 
government securities shown by both 
companies we must again remember 
that the figures of the American com- 
pany for October 31, 1918, reflect less 
than 40 per cent. of the American Pru- 
dential’s subscription to the Fourth 
Liberty Loan and only a little more 
than half of the American Prudential’s 
large subscription to the recent Cana 
dian Victory Loan. 


Contrasting the mortgage loan fig- 
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Comparison of Two Ledger Accounts 


English Prudential 
One pound $5.00 De 31,1915 Dec. 31, 1913 
$8,817,511! 
23,549,040 


21,617,340 


Dom. Gov. S« $06,400,340 
Indian & Col 
Foreign Gov ‘ . 380,757,4 


Munic. Sec. & Loar 
R.R. & Other 


23,197 ,965 
118,324,300 122,531,065 
fonds 64,855,295 98,742,020 
$275,256,980 
$44,316,140 

22,000,640 


fotal Bonds 


Mortgages 


$303 535,335 
$48,716,925 
20,834,250 


94,6007 760 


Policy Loans 


Other Assets 87,330,915 


ets.$467,694,270 $428,904,675 


fot. Ledger Ass 


ures of the two companies, the Ameri- 
can company’s increase is between 13 
and 14 per cent. as compared with 
about 10 per cent. for the English com- 
pany--not a serious difference, parti- 
cularly when it is borne in mind how 
vastly greater a-part insurance com- 
panies in the United States play in 
lending on real estate. 

But the truly important point to take 
into consideration is that the Pruden- 
tial of England invested over $41,000,- 
000 in treasury bills, bearing 5 per 
cent., probably 514 per cent. interest, 
and $24,500,000 in the Second War 
Loan bearing 414 per cent. interest, 
and undoubtedly obtained a return of 
5 per cent. and over on its increased in- 
vestment in foreign securities. In a 
word, the management of the English 
company was enabled, after making in- 
vestments for decades at 3, 3144 and 4 
per cent. to secure a return for their 
policyholders commensurate with eco- 
nomic conditions. Mr. Marsh should 
also bear this factor in mind when re- 
ferring to the Victory Loan of 1917, 
floated over three years after the out- 
break of the war at a price to return 
the investor over 5.3 per cent. 

The Question of Patriotism 

As a result of the English Pruden- 


American Prudential 


Increase Oct. 31, 1918 Mar. 31, 1917 Increase 
7,582,825 $42,846,684 $102,875 $42,743,809 
351.07 . 
9,140,098 4,248,437 1.657.069 2,591,368 
1,206,765 30,498,378 5 362,216 5,136,162 
886,7. 233,460,858 221,446,232 12,014,626 
$28,278 $311,054,357 $248,568,392 $62,485,965 
4,400,7 $131,280,386  $115,353,412 $15,926,974 
1,166,390 40,703,743 6,469,293 4,234,450 

7 ,276,84 36,549,205 4), 812,83 41,263,630 
789,595 19,587 ,69 141,203,9 $78,383,759 
tial’s subscription to this loan the 
company increased its holding of 
british government securities during 


1917 by $47,400,000 to $136,210,000, 
but was forced to have recourse to 
borrowing to the extent of about $17,- 
500,000, or 3.27 per cent. of total as- 
sets. 

Judging from these figures and 
knowing that the exchequer bills and 
Second War Loan 4!4’s were accept- 
able as payment for the Victory Loan, 
we must lean toward a very strong 
presumption that the $125,000,000 sub- 
scription which Mr. Marsh holds up to 
the companies in the United States as 
a mode] of patriotism did not entail 
the pledge of new money or future in- 
come to as great a degree, for in- 
stance as the American Prudential’s 
own subscription to the Fourth Liberty 
Loan of $60,000,000. In proof of this, 
the American Prudential today, less 
than one year and eight months after 
our declaration of war on the Central 
powers, must necessarily take steps to 
Lorrow a sum very considerably larger 
than 3.27 per cent. of its total re- 
sources, 

William Frederick Dix, secretary of 
the Mutual Life, said this week: “We 
do not care to enter into a controversy 


Offers Places To 
Soldier Employes 

LETTER TO MEN NOW OVERSEAS 

President Ide, of Home Life, Writes 


Welcome Home Letter—Proud 
of Record 
President Ide, of the Home Life, ha 
sent this letter to former employes now 
in the military or naval service 
“The between the Allies 
and Germany has been signed, a prop 


armistice 


er source of thanksgiving. The situa 
tion in the various nations is unsettled 
and in many instances not encouraging 
The stability of the new governments 
where these have been established is 
questionable. An effective League of 
Peace, desired by all, seems almost too 
great a problem to solve at the moment 
Civic order must in any event be main- 
tained and proper forms of government 
encouraged by the Allies in all lands 
What share the United States will have 
(0 assume in the reconstruction work 
and how many of our troops will be 
required for this purpose is a matter 
of pure conjecture. As a nation we as 
sumed our share of the world’s great 
struggle in April, 1917. We have done 
our work nobly and well and all credit 
is due to those who have represented us 
in our army and navy We must not 
fail to remember that our work is not 
finished, Our valiant Allies who for 
four long years have nobly borne our 
burdens and fought our battles have a 
right to turn to us now for aid in the 
unfinished work which is before us all 
Words will not solve the problems Effi 
cient and practical aid we must give 

“In view of these facts, we 
conjecture when you will be mustered 
out, but it is fitting that I should at 
this time send you a message 


cannot 


“We all are proud of your record: 


vou have done your work well: you 


have assumed your great share in the 
nation’s burden bravely and nobly. As 
soon as the Government is ready to 
release you from public service, do not 
fail to remember that the ‘Home’ want 
you to come and see us here at the 
home office. You will doubtless find a 
place with us where your usefulness 
may be continued on lines agreeable 


and profitable to us all.” 


with Arthur Richmond Marsh. So far 
The Eastern Underwriter’s comments 
upon Mutual Life loan subscriptions 
and allotments were correct.” 

Some comments on the New York 
Life’s subscriptions will be printed next 
week. 





Insurance in force over 
$142,000,000 





15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” I 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


This DIRECT LEAD 


Walter LeMar Talbot, 
President 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to fu’l 
3% reserve 
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Harwood E. Ryan and 
Lew Russell Palmer 
To Join Equitable 


TWO IMPORTANT APPOINTMENTS 








Ryan to Superintend Accident and 
Health Department—Palmer Safety 
and Personnel Director 


Ryan, joint actuary of 
the New York Insurance Department, 
and one of the ablest young men 
affiliated with insurance, has been ap- 
pointed superintendent of the accident 
and health department of the Equit- 
able Life Assurance Society, and will 
assume his new duties on January 1. 


Harwood E. 


Another a»pointment of -first import- 
ance made by the Equitable Society is 
that of Lew Russell Palmer as director 
of Safety and Personnel, appointment 
effective December 1. 

Mr. Ryan’s Career 

Mr. Ryan received his education at 
the Brooklyn Polytechnic — Institute 
and the New York University School 
of Commerce. From 1900 to 1907 he 
was connected with the Provident Sav- 


ings Life and the following three years 
State of Massa- 


was actuary for the 
chusetts. He became actuary of the 
Puritan Life and was also with the 


Travelers. He joined the insurance de- 
partment in 1914 and his experience 
there has been with both life and cas- 
ualty insurance. Probably his work in 
connection with compensation matters 
won him the most encomiums from the 
insurance companies, as his advice was 
found invaluable and he was always 
ready to co-operate. He also has done 
fine work in conjunction with the new 
mortality investigations of life com- 
panies and commissioners. In May, 
1918, Charles G. Smith was made ac- 
tuary of the life division of the New 
York Department, and Mr. Ryan was 
put in charge of the compensation di- 
vision. 


M-. Palmer’s Career 


Mr. Palmer, who is a Princeton man 
and played football there, is one of the 
greatest authorities in the country on 
industrial accident prevention. Leav- 
ing college he became associated with 
industries in Pennsylvania, his experi- 
ence having been with the Westing- 
house Electric, New Jersey Zine Co., 
Lackawanna Steel and Jones & Laugh- 
lin. He is a past president of the As- 
sociation of Iron and Steel Electrical 
Engineers; past president of the Na- 
tional Safety Council, which organiza- 
tion he helped organize; is a member 
of the Safety to Life Committee of the 
National Fire Protection Association; 
is chairman of the National Committee 
of Industrial Safety for the Council 
of National Defense at Washington; 


A Sales Manager’s 
Success in Insurance 


SOLICITED STRANGERS AT FIRST 
Theodore B. Williams’ Work With Allan 
D. Wallis Agency in Philadelphia 
Given Publicity 
General Agent Allan D. Wallis, of 
the Philadelphia Agency of the Equit- 
able of Iowa, in October made a con- 
tract with Theodore B. Williams, under 
which Mr. Williams entered the life 
insurance business as a full-time man. 
For many years Mr. Williams had been 
sales manager for one of the oldest 
Philadelphia corporations and was in- 
duced to take up life insurance work 
because he felt that it was possible 
to build more permanently than in any 
other line of endeavor. In other words, 
he was attracted by the possibilities 

of a renewal income. 

For two days he “sat at the feet” 
of his general agent and took instruc- 
tions, and on October 10th started to 
ell life insurance. Mr. Williams could 
have picked out, by reason of his stand 
ing in the City of Philadelphia, a large 
number of influential friends and asked 
them to take a policy to start him in 
the business, but he did not do that 
He has been working from 12 to 18 
hours ua day, and on October 26th he 
had secured applications aggregating 
over $40,000. The lowest application 
was for $2,000, and the highest, $5,000. 
The avplications have been secured 
by a presentation of the merits of life 
insurance. 

Mr. Williams has started a splendid 
plan by placing in the hands of each 
policyholder, a letter and his card, ask- 
ing that his card be filed with the policy 
and that he be notified in case service 
is desired, or should death occur, that 
he may be called upon to render proper 
service in preparing claim proofs, ete. 
The letter also states that he will be 
willing at any’ time to give advice 
and service on matters pertaining to 
insurance. 

Mr. Williams’ 
column write-up in 
lication, “Equiowa.” 


success won him a 
the company pub 





National Com- 
the Na- 





and is chairman of the 
mittee on Reconstruction for 


tional Safety Council. 
The Equitable has always had a 
bureau for giving group insurance 


patrons service, and the service of the 
new director of Safety and Personnel 
will be at the disposal of group patrons 
in dissemination of date that will 
be helpful to employers in solving la- 
hor problems, in developing labor 
morale, in improving health of work- 
ers, and safeguarding them from acci- 
dent. Mr. Palmer’s work will be in 
conjunction with the Society’s Bureau 
of Conservation. 
















To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money-making 
NOW and creating a competence for the FUTURE. 


FOR CONTRACTS AND TERRITORY, ADDRESS 


H. M. HARGROVE, President :: 








Millions of Life Insurance 
Being Sold! 


By the Use of the SHANBACHER 
INHERITANCE TAX CHARTS 


In the closing of most of the big lines to which 
the attention of the public has been directed dur- 
ing the past few months these charts have con- 
spicuously figured. 


Worth their “weight in gold” to every live life 
msurance agent. 


lor information address 


THE EASTERN UNDERWRITER 
Sales Agents 


105 William Street, New York, N. Y. 

















Beaumont, Texas 


























In Pamphlet Form 








, Business Reasons 
for 


Business Insurance 











peas article from the Life Insurance 

Salesmanship Edition of The Eastern Under- 
writer has been published in canvassing document 
form and is proving very popular with life 
underwriters. -:- t=)  -t-  -t- 0 ete ete wre ee 


Price $3.00 per 100 copies 
Sample copy 10 cents 


THE EASTERN UNDERWRITER 
105. WILLIAM STREET 
NEW YORK 
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A. V. Mozingo, Mem- 
A Man’s phis, Tenn., represent- 
Best Asset: ing the Jefferson Stand- 
His Time ard, has mailed this 
letter to his field force: 

Memphis Agency Force, 

Dear Boys: Along tthe first of each 
year life insurance men make various 
and sundry resolutions about’ the 
amount of business they are going to 
write during the year, and how much 
money they are going to have Christ- 
mas. Such resolutions are fine, and 
most men really intend to make them 
good, but as the year goes by they 
get lazy and their enthusiasm and 
determination begins to decrease and 
when the year is passed they have not 
near reached their fixed goal. 

I remember the resolutions a num- 
ber of you made the first of this year, 
also the amount of business pledged 
by you at our last agency meeting, 
and if a number of you make good 
on either you are going to have to 
turn on more steam than you have yet 
turned on. 

It would be a good idea for a num- 
ber of you to sit down in a good quiet 
place for an hour and take an inventory 
of your work and its results for the 
past ten months. It is a fact, and a 
sad one to me, that a number of you 
have skipped and dodged all over the 
country during the past ten months 
with seemingly no aim in view and 
really are in worse shape financially 
than you were at the beginning of the 
year, yet, this has been a wonderful 
year for writing business. Think about 
this seriously and take charge of your 
old stale carcass and make good use 
of the next sixty days and let the new 
year find you in such shape that you 
can look back over this year’s work 
with pride. 

The majority of you have big fam- 
ilies dependent on you and a big ma- 
jority of you are nearing the hill-top 
of life, and haven’t many more years 
before you will have reached your 
zenith and will be on the decline so 
far as strength and the power of re- 
sistance is concerned, therefore, you 
should take the matter of success or 
failure into consideration and ask your- 
self the question “Am I a result getter 
or a contract holder?” 

Our lives are what we make them. 
We are the masters of our fate and 
the captains of our soul. I cannot 
agree with the man who said oppor- 
tunity knocks only once. Opportunity 
is continually tapping at our door. 
The trouble is that our hearing for 
opportunity’s tapping has been dead- 
ened by laziness, lack of self-confidence 
and determination. The only remedy 
for this is to summon in as physicians 
our conscience and self pride for a 
joint consultation and let them com- 
pound a dose of “I will make a manly 
showing,” and then it won’t be long 
till your work will be a real pleasure 
and your bank balance will begin to 
grow and your friends and acquaint- 
ances will think more of you. 

After all, it’s not so much what we 
do as how we do it. We can make 
the hoeing of a garden or the sweep- 
ing of a room an inspiration and a 
joy to ourselves and others, if we have 
a mind to; or we can make it the 
source of infinite irritation and a tor- 
ment for all concerned. In coming in 
contact with really successful men have 
you found them to be a lot of dis- 
gruntled, frowning fellows who are 
looking sorely about them, whining 
and finding fault with everything and 
everybody? I never saw one of this 
type, nor never expect to. 

The source of all action is in the 


LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 






mind. 
occur in the mind before they are per- 
formed physically. You can’t lift a 
finger without willing to do so. As 


All actions—great and little— 


you think, so will you act. Think in 
terms of fifty thousand each month 
and the settlement with each applica 
tion and you will soon find yourself 
getting both. Let this idea soak in 
Then decide on constructive lines of 
thought. Think hard and constantly 
along these lines. If I could get the 
thirty-eight men connected with this 
office to do this, fifteen millions of 
business annually would be a_ small 
minimum, and think how much money 
each one of you would have. 

It is a strange thing to me how big 
grown up men with families dependent 
on them can be satisfied with such a 
little. I'll bet right now some of you 
think you are making good because 
you are holding your contract. That 
isn’t making good, that’s in a sense 
stealing the commany’s money, and de- 
priving your children of an_ even 
chance. The mistake a lot of you 
make is stopping at a given point. 
There is no point to quit so long as 
vou are able to get to a prospect. The 
big mistake is you tell yourself you 
are making as much as most of the 
boys, and more than some, so why 
wear yourself out. TI'll bet if we had 
the death rate among insurance men 
from the two causes we would find 
that more of them die from loafing 
than do from overwork 

Your own time is your one best 
asset. The quicker you realize this 
and systematize yourself so you will 
get in-a full day’s time each day the 
auicker you will be on the high road 
to success. No whistle blows for you 
to start nor to stop, therefore you 
must be master of yourself before you 
can be master of the work you have 
to do. 


* * * 


Very important service 

How A can be rendered to the 
Cashier policyholders and to the 
May Help insuring public by a 
cashier who is constantly 

on the alert. Here is an account by 
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Metropolitan Life Insurance Company 
Home Office Building 


THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. . ..$3,936,181,898 
It is greater than any other company 
in America in the number of its 
IE inate si:nih oe p'aminertaraaed 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
bbb ee eek eee kane beeen $791,060,002 
It stood first in the world in gain 
in insurance in foree in 1917 


Kitdketaeerkee Gunn whan $453,749,902 
It stood first in the world in gain in 
income in 1917....... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more than 15,000 
agents, sold $65,000,000 worth of War Savings 
Stamps between February first and Septem. 
ber first. 1918, and expects to sell a total 
of at least $100,000,000 during the year. 


JOHN R. HEGEMAN, President 











James T. Thomas of what resulted 
from the watchfulness of William T. 
Coleman, cashier of the New York 
agency of the Massachusetts Mutual 
Life. It is printed in “The Radiator.” 
In June of this year Mr. Coleman 
handed me a card on which were type- 
written certain facts. I learned from 
it that one of our policyholders had 
a policy with the company which had 
been in force for some time, the ben- 
eficiary being named as his estate. I 
called on this policyholder the follow- 
ing day and suggested that he have 
the beneficiary changed from his es- 
tate to his wife He very readily 
agreed, and the proper papers were 
made up for the change. At the same 
time I suggested the advantage of his 
procuring additional insurance, for he 
seemed to be in very good health. 
As a result of this introduction from 
the office, | have written the old policy 
holder, three men to whom he has sent 
me, on all of which I have delivered 
$27,500 worth of ordinary life policies, 
and I expect during the month of 
November to write.the original policy- 
holder for $20,000 additional as well 








and size are impressive. 


vice to policyholders 
out of first-time customers. 





What An Agent Wants 


A Company whose name, everywhere a household word, 
is his best introduction. Prestige is a door-opener, and age 


Policies that are unexcelled. 
and safety that need no demonstration. 
the thing that makes solid patrons 


The Oldest Company in America! Come with it and you 
will stay with it and it will stay with you. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 


Big dividends. Strength 
Unsurpassed ser- 

















as three $10,000 policies on his friends. 
In addition to this, I was requested 
today by one of the friends to whom 
I sold a $5,000 policy to give him the 
rates on two friends of his who wanted 
to get insured in the Massachusetts 
Mutual. 

Perhaps this little story of my per- 
sonal experience will be of value to 
the general agents and cashiers of the 
various agencies of the company in 
showing the way in which the service 
of bringing to the old policyholder’s 
attention that his proper beneficiary 
should be named in the policy produces 
results. 


* * * 
M. A. Wiest, star pro- 
A ducer of the St. Paul 
Happy Agency, of the Mutual 
Expedient Life, recently wrote a 


wealthy gentleman for 
$25,000 personal insurance, and took 
his application also for $25,000 corpora- 
tion insurance on behalf of the com- 
pany of which he was president. The 
directors of the company were not fully 
convinced that the corporation insur- 
ance was desirable, but Mr. Wiest had 
the necessary double examination with 
microscopical test made for the $25,000 
personal insurance. Both policies were 
promptly issued by The Mutual Life 
and Mr. Wiest then had no difficulty in 
persuading the directors to accept the 
corporation policy, assuring them that 
The Mutual Life was ready to carry 
it if closed promptly. 

Two weeks later Mr. Wiest wrote an- 
other man for $25,000 corporation in- 
surance, and found him mildly interest- 
ed also in a life income policy for his 
wife, but not fully persuaded. Again 
he had the double examination and 
microscopical test made for the cor- 
poration policy. The two policies were 
promptly issued and again Mr. Wiest 
readily persuaded the insured to take 
the personal insurance providing a 
monthly income of $100 for his wife, 
since no further examination would be 
necessary. Thus by risking $10 exam- 
iner’s fees in each case he facilitated 
the placing of the large additional 
policy. With the aid of the two policies 
he entered the $200,000 Club in two 
jumps. 


H. C. MEYER TAKES CHARGE 

Mr. H. C. Meyer, formerly superin- 
tendent of the Aetna’s accident and 
health department, Indianapolis branch 
office, is now in charge of the Washing- 
ton, D. C., branch office as acting man- 
ager, Manager H. S. Frost having en- 
tered the government service. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 
Secretary; W. E. Schram, associate edi- 
tor. The address of the officers is the 
office of this newspaper. Telephone 2497 
John. 


Subscription Price $3.00 a year. Single 


copies, 25 cents. 


Entered as second-class matter April 
s, 1907, at the Post Office of New York, 
N. Y., under. the act of Congress of 
March 3, 1879. 


MR. MARSH’S LOAN CRITICISMS 

When an editor of the astuteness, 
experience, analytical ability and knowl- 
edge of economics customarily pos- 
sessed by Arthur Richmond Marsh, of 
“The Economic World,” goes wrong in 
his premises, diagnosis and conclusions 
it is a pity because insurance editors 
with the gift of clear thinking are 
needed in this business. In writing 
editorials on the Liberty Loans, and the 
contributions of prominent American 
life insurance companies thereto, Mr. 
Marsh has not only been misinformed. 
but his editorials are misleading, unfair 
and in several instances are hyper- 
critical. How any sane American edi- 
tor could at any stage of the loan cam- 
paigns conscientiously characterize loan 
activities of American companies as 
“scandalously inadequate,” and even 
slur the splendid work of agents in 
selling individual subscriptions, passes 
all belief. 

More extended comment upon Mr. 
Marsh’s editorials and his unjust com- 
parisons between the British Pruden- 
tial’s loans and those of a group of 
American life companies, contrasted to 
the detriment of the latter, will be 
found in the life insurance section of 





this paper. 


MR. McADOO’S RESIGNATION 

The resignation of William G. Mce- 
Adoo as Secretary of the Treasury 
caused widespread comment in insur- 
ance circles. Insurance men feel more 
than a perfunctory interest because 
they have had a closer contact with 
Mr. McAdoo than with any other per- 
sonality in the administration, and they 
have formed a considerable respect for 
his ability, which has grown as his 
commanding position in the insurance 
world has been given additional func- 
tions. The first contact of the Secre- 
tary of the Treasury with the insur- 
ance world was in the marine end. 
When the War Risk Insurance Bureau 
was established war risk and seaman’s 
insurance was written by that bureau. 
The life insurance men met him first 
at the Hotel Willard in Washington 
when he called them into the confer- 
ence that eventually resulted in the 


soldiers’ and sailors’ insurance act. 
While Mr. McAdoo presided at that con- 
ference he let the hundred odd insur- 
ance men present take practically full 
charge of the meeting. He showed 
himself to be a polished man of the 
world, an able presiding officer, a keen 
and practical observer, and a man with 
vision. No time was lost in preparing 
the soldiers’ and sailors’ insurance act. 
In fact, the extension of the War Risk 
Bureau to cover this great insurance 
venture will stand out as one of the 
striking bits of remarkable legislation 
in the history of the country. 

After the act was passed Mr. McAdoo 
was quick to see that its privileges 
should be accepted and the campaign 
he engineered for writing the $40,000,- 
000,000 of insurance for “the greatest 
life insurance company in the world” 
was masterful in its inception and suc- 
cessful prosecution. Mr. McAdoo called 
to Washington as his insurance ad- 
visers some of the most able insurance 
men in the business, and some of them 
are still there in the $1 a year service 
of the Government. 

Just why Mr. McAdoo resigned is a 
subject of much speculation. It is not 
believed that his income was the real 
reason. The “Providence Journal” says 
it is because he does not believe in Gov- 
ernment ownership. If this is true the 
resignation is of the greatest impor- 
tance, as in some quarters it was be- 
lieved that he did. 


MONOPOLISTIC BILLS EXPECTED 


In point of service the Workmen’s 
Compensation Publicity Bureau stands 
out prominently among the casualty or- 
ganizations. Secretary-treasurer F. 
Robertson Jones shows in his annual 
report the wide range of legislation 
which the Bureau has been compelled 
to oppose in the rightful interest of its 
members. He points out that the com- 
panies will undoubtedly have to face 
serious proposals for the enactment of 
monopolistic compensation laws in Ala- 
bama, Colorado, Missouri, North Dako- 
ta, Texas and Utah. Only ten states 
now are without compensation laws, 
all of them, except North Dakota, be- 
ing in the South. In Missouri the State 
Federation of Labor has drafted a law 
based on that of Ohio, to be introduced 
at the next legislative session. Bills 
are also being considered in Alabama, 
Arkansas, North Carolina, North Dako- 
ta, South Carolina and Tennessee. 
There are now compensation laws in 
38 states and 3 territories. 


WOODWORKING HAZARDS 


The Bureau has published a much 
needed loose leaf book dealing with 
methods of safeguarding machines used 
in the woodworking industry. The il- 
lustrations are from actual photographs 
of guarded machines in use, thus get- 
ting away from the theoretical method 
of describing guards. 

In the preparation of the book the 
Bureau has had the co-operation and 
assistance of safety engineers and tech- 
nical experts connected with national 
associations engaged in safety and pub- 
lic welfare work as well as users and 
manufacturers of woodworking ma- 
chinery and safety engineers of com- 
pany members. The book was not. pub- 
lished as a source of revenue but with 
a view to furthering the cause of acci- 
dent prevention. The price is $1.10 
postpaid. 


THE HUMAN SIDE OF INSURANCE 











HOWE S. LANDERS 


Howe S. Landers, secretary of the In- 
dustrial Board of Indiana, who has tetid- 
ered his resignation to the Board, be- 
came secretary of the Industrial Board 
when it was organized, in 1915, under 
the provisions of the Indiana Work- 
men’s Compensation Law, enacted by 
the Legislature of 1915. He originated 
and installed the office system under 
which the mass of detail work re- 
quired in the administration of the law 
has been handled. The Indiana sys- 
tem for administering the compensa- 
tion law has become recognized as a 
model of efficiency and has been fol- 
lowed by many other states. When 
the Kentucky compensation law be- 
came effective, officials of that state 
made extensive investigation of the 
work of similar boards dll over the 
country and finally adopted the Indiana 
system and called upon Mr. Landers 
to assist them in adapting that system 
to the Kentucky compensation law. 
During the time Mr. Landers has been 
with the board, he has handled the 
details of more than one hundred 
twenty thousand cases of compensa- 
tion and has personally been inter- 
viewed by thousands of employers and 
injured employes in regard to claims 
for compensation. Because of the effi- 
cient and capable manner in which 
Mr. Landers has supervised the details 
of this work, and because of his ex- 
tensive studies in regard to the rela- 
tions of employers and employes, as 
they pertain to workmen’s compensa- 
tion and employer's liability laws, he 
has become recognized throughout the 
country as one of the leading author- 
ities upon the subject. Mr. Landers 
will resume the practice of law in this 
city and will enter the firm of McKay, 
Turner & Merrell. G. Edgar Turner, 
of that firm. was insurance deputy 
in the office of Auditor of State under 
Otto Klauss until he resigned to be- 
come general counsel for the National 
Council of Insurance Federations. The 
new firm will practice law under the 
name of Landers, McKay, Turner and 
Merrell, in the American Central Life 
Building, Indianapolis. 

* a a 


D. Roger Englar, one of the best 
known marine insurance hawyers in New 
York, has returned to his desk after a 
two weeks’ quarantine by reason of an 
unromantic indisposition: The mumps. 





John J. Bannister of New York City, 
formerly with the United States Ship- 
ping Board as assistant port steward, 
has been appointed special agent upon 
the recommendation of Resident Di- 
rector Batterson, effective November 5, 
upon which date he reported at the 
Home Office for instruction in the 
Travelers’ Training School. 

*” Ag * 

Forrest F. Dryden, president of The 
Prudential, is back at his desk after a 
long illness. 

* a a 

Hen-y Evans, president of the Con- 
tinental, has completed his duties in 
Washington, where he did splendid 
work as chairman of the Fire Preven 
tion Committee. 

a * oa 

J. R. T. Ransom and Francis J. Brand- 
reth, of the New York Life, have been 
decorated with the Croix de Guerre for 
bravery in action. Lieut. Ransom was 
an agent at the Memphis branch. Frank 
Brandreth was in the policy claims de- 
partment. He is a corporal. The New 
York Life this week printed a full serv- 
ice honor roll. It covered fifteen pages. 

. a * 


T. Louis Hansen, vice-president and 
agency manager of the Guardian Life, 
who has been in Washington for six 
weeks assisting the Committee on 
Classification of Personnel in the army, 
has again resumed his duties at the 
Home Office. November has been des- 
ignated by the company as “Hansen 
month.” 

s s 7 


Fred C. Calkins, the witty and color 
blind general agent of the Hanover and 
other companies in Florida, is visiting 
New York this week. He brought to 
his friends the glad intelligence thaf 
his son, Lieut. Calkins has been released 
from a German prison camp. When 
only two men out of Lieut. Calkins’ com- 
pany returned from a raid on Germans 
during the fighting early last summer 
and Lieut. Calkins was among the miss- 
ing it was thought that he was dead. 
and letters to that effect were sent to 
his father from France. Fortunately, 
a letter from a German prison camp 
got to Jacksonville first. Since being 
captured by the Germans, Lieut. Calkins 
has been in half a dozen prison camps. 
He enlisted as a private. P. S. Fred 
Calkins is generally supposed to be 
coler-blind because he doesn’t seem to 
vare what colors he picks for his clever 
little paper, “Florida Chit-Chat.” He 
is in New York to obtain the represen- 
tation of a couple of more companies. 
In sizing up a company Mr. Calkins has 
always demonstrated that his eyesight 
is ok. 

> * J 

Walter S. Gifford, who has resigned 
as director of the Council of National 
Defense, Washington, did splendid work 
in the consolidation of all the activities 
of committees which came under the 
direction of the council in war times. 
The early relations of the National 
Board of Fire Underwriters in Wash 
ington were with Mr. Gifford. The 
fire insurance men always found him 
on the job, and ready to co-operate 
with them energetically and_ intelli 
gently at all times. 

* oo 7 


Liability Rates For Brooklyn 

M. E. Jewett, of the Royal Indemnity, 
is now chairman of the New York Cas- 
ualty Insurance Exchange. H. B. John- 
son of the Travelers is vice-chairman ; 
G. G. Wetzel, Massachusetts Bonding, 
secretary-treasurer. The executive com 
mittee is Edmund Dwight, John S. Turn, 
F. J. Walters, C.’A. Timewell and A. 
W. Whitney. Revised liability rates 
were adopted for Bronx, Brooklyn, 
Queens and Richmond, following the 
plan in force in Manhattan. 
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FIRE INSURANCE DEPARTMENT 





New Company To 
Start January One 


OF ONE 


President 


CAPITAL MILLION 


E. R. 
National, Heads Board of Bankers 


Thayer, of Chase 


and Merchants 





The Bankers & Merchants Insurance 
Co., the incorporation of which was re- 
ported exclusively by The Eastern Un- 
derwriter week, will start  busi- 
ness about January 1, 1919. 

The capital of the Bankers & Mer- 
chants will be $1,000,000 and the sur- 
plus $1.500,000. The stock of the com- 
to be underwritten by five in- 

and corporations who will 
take $500,000 each. The stock is ap- 
portioned on that basis to the Chase 
Securities Co., the Barber Steamship 
Co., the Guaranty Trust Co., Gen. T. 
Coleman DuPont, and Willcox, Peck & 
Hughes. 


last 


pany is 
dividuals 


Eugene R. Thayer, president of the 
Chase National Bank and the Chase 
Securities, will be chairman of the 
board of directors of the Bankers & 
Merchants. The officers of the com- 
pany have not been elected to date. 

The Bankers & Merchants will write 
all fire and marine lines and will be op- 
erated through the office of Willcox, 
Peck & Hughes. The company is re- 
ported to have already effected excel 
lent reinsurance facilities which will 
enable it to commence business on a 
Jarge scale. 


CANNOT HIDE ENEMY INTEREST 
Agreement Exacted of Purchasers of 
Companies By War Trade Board 
Prevents Later Conversion 
By exacting from all purchasers of 
enemy insurance companies an agree- 
ment not to dispose of any part of the 
stock the approval 
of the Advisory Committee, the War 
Trade Board has prevented the reten- 
tion of these holdings for the interests 
of their original owners or for other 
persons to be taken over by them at 
a later date. This action of the War 
Trade Board settles the suspicion which 
existed in insurance circles that an at- 
tempt would be made by enemy inter- 
ests to retain control of the companies 
which were disposed of by the Alien 

Property Custodian last week. 


purchased without 


A Model Letter By 
A Rating Expert 


RECLASSIFYING JERSEY TOWN 





Atlee Brown’s Communication to New 
Brunswick’s Commissioner of 
Public Safety 





A letter written by Atlee Brown, 
New Jersey Rating Expert, to Edward 
J. Houghton, Commissioner of Public 
Safety in New Brunswick, N. J., is re- 
garded by underwriters as a model of 
its kind. Mr. Brown wrote: 

“Dear Sir—After a great deal of de- 
lay we secured, through the National 
Board of Fire Underwriters and the 
efforts of our Engineering Department, 
all of the necessary data and informa- 
tion to enable us to consider properly 
the question of reclassifying New 
Brunswick. A careful study of these 
surveys shows that the public fire pro- 


tection of New Brunswick conforms 
with the more essential requirements 


for Class ‘C’ towns, the next higher 
class to the one in which New Bruns- 
wick is now placed. 

“In view of the spirit and apparent 
policy prevailing in New Brunswick to 


endeavor to improve the public fire pro- 
tection so as to be able to meet the 
possible demands for’ extinguishing 
fires, we have concluded not to defer 
reclassifying your city until all of the 
requirements for the ‘C’ classification 
have been complied with. We do not 
wish to convey the thought that all of 
the requirements need not be complied 
with, because that is not a fact. It is 
our intention to place New Brunswick 
in the ‘C’ class and to submit to you a 


set of recommendations for improve- 
ments which should be executed, in 
order to comply with the _ require- 


ments for Class ‘C’ towns as filed with 
the Commissioner of Banking and In- 
surance, we depending on the _ spirit 
and policy of the New Brunswick au- 
thorities to make the improvements. 

“We believe that we have not over- 
estimated your inclination to improve 
your public fire protection, and we trust 
that you will accept the advance re- 
classification on this basis. Please be 
assured that this office is ready and 
willing to assist with any of your de- 
partments at any time, and that the 
services of our engineering department 
are at your disposal free of cost. The 
recommendation referred to will be sub- 
mitted in due course.” 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 











; —~fHe AUTOMOBILE— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 


BULKELEY, 


MORGAN G. 


CASH 








i FIRE MARINE 
TORNADO WIND STORM 
RENTS LIGHTNING 
PROFITS EXPLOSION 
HULLS COMMISSIONS 
CARGOES AUTOMOBILES 
FLOATERS LEASEHOLD 


REGISTERED MAIL 


Affiliated with 
JETNA LIFE INSURANCE CO. 
ZETNA CASUALTY & SURETY CO. 


CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLIC YHOLDERS 


$4,180,193.36 


LINES WRITTEN 


President 


WAR RISK 

MAIL PACKAGE 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE 
USE AND OCCUPANCY 
INLAND MARINE 

INLAND TRANSPORTATION 
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American Merchant Marine 
Re-Insures Prussian National 


The American Merchant Marine of 
which Cecil P. Stewart is president, 
has re-insured the Prussian National, 


the deal being consummated with Harold 
Herrick, the former president of the 
Niagara, who is now representing A. 
Mitchell Palmer in the sale of a group 
of fire insurance companies. The busi- 
ness of the Prussian National was one 
of the most desirable of the companies 
which were turned over to the cus 
todian’s office. 

1917 was 


Its premium accounts for 


31,425,749, and it did business in all 
parts of the country 
The fire insurance men in the Prus 


sian National will be H. W. Letton, 
former United States manager, and 
Gresham Ennis, of the New Brunswick, 
New Jersey and United British 

That the Company will be a live fac 
tor in the fire field there is no doubt 
Mr. Stewart’s success in the marine in 
surance field has been the talk of the 
Street His connections are world 
vide; his associates admirably chosen 

In addition to managing the Ameri 
can merchant marine, the United Brit 
ish, Frank B. Hall & Co., and C. P 
Stewart & his merchant marine 
house is a headquarters for marine in 
urance and one of the cornerstones in 
great marine section of this city 


[.. 


the 


THE 


WILLIAM H. 


KENZEL CO. 


FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. L. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 


PENNSYLVANIA FIRE INS. CO. 


(Suburban) 
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BROKERS ACTIVITIES 





Interinsurer Enters Maryland 

The North American Interinsurers of 

New York, Benedict & Benedict, attor- 

neys in fact, has been admitted to 

Maryland to write fire and lightning 

insurance. No Baltimore representa- 
tive has been appointed. 
+. - * 


To Become Dye Manufacturers 

Daily papers in Philadelphia say that 
the du Ponts will change from making 
powder to manufacturing dyes, and the 
first plants to be so used will be those 
at Carney’s Point. The du Ponts car- 
ried a tremendous amount of insur- 
ance during the war, all placed at Wil- 
mington by “Jack” Montgomery. 

* ¢ * 


Cotton Seed Oil Mills 

One of the fire: companies says it 
hopes that all cotton seed oil mills 
can be re-rated under the new sched- 
ules before the next idle season so 
that the mill owners will have the op- 
portunity of complying so far as pos- 
sible with the requirements and so se- 
cure the benefit of credits for such 
improvements before the next crushing 
season begins. 

Some of the more important provi- 
sions of the schedules for which credits 
are given are as follows: 

1. Cutting off seed-cleaning machin- 
ery from seed-house and mill. 

2. Sub-division of seed-houses by fire- 
walls into compartments of not exceed- 
ing 10,000 square feet in area. 

3. Non-combustible construction for 
seed house floors and conveyor tunnels 

4. Separation of various processes 
and handling of various raw materials 
by fire-walls. 

5. Use of 100 per cent. coinsurance 
clause on stocks of cottonseed in seed- 
houses with non-combustible floors and 
conveyor tunnels. 

+ * € 


To Write Commercial Trucks 
A mutual liability company is being 
formed in Philadelphia to write com- 
mercial trucks as a specialty. The 
company is said to be identified with 
oue of the other Philadelphia mutuals. 
. ” s 


Can’t Guarantee a Definite Dividend, 
Says Hardison 

In relation to the plan of the Lib- 
erty Mutual for writing shipyard com- 
pensation lines, Commissioner Hardison, 
of Massachusetts, in response to a ques- 
tion from The Eastern Underwriter said 
this week: 

“It would be a violation of the law 
for a Massachusetts mutual liability in- 
surance company to guarantee that any 
definite dividend will be paid to a pol- 
icyholder or to guarantee to him that 
there will be no assessment. Neither 
ean such company pay any other com- 
pany for furnishing such guarantee to 
an insured under a mutual policy.” 

+ + 


Adopt Fire Premium Rule 

The New York Casualty Exchange 
has adopted a rule that all premiums 
shall be due upon the delivery of the 
policy, and if not paid by the tenth day 
of the second month following the 
month in which the insurance takes 
effect, notice of the cancellation, as 
required by the respective policies, 
shall be sent to the assured direct. 
Any company shall be in default of 
this rule which shall have failed by the 
20th day of the month to send can- 
cellation notices in respect of the pre- 
miums referred to in the new rule. 
Additional premiums upon payroll ad- 
justments shall be due and payable 
upon the 20th day of the month im- 
mediately following that in which the 
adjustment is made. The rule is ef- 
fective December 10. 


GOVERNMENT INSURANCE 


Best Way to Counteract Idea Is By 
Private Insurance Business Giving 
Service 





Under the head of “A New Vision” 
the “Hartford Agent,” published by 
the Hartford Insurance Company, prints 
this interesting observation: 

“There has been much discussion in 
the public press about the possibility 
that the Federal government will enter 
the fire insurance business. In official 
circles in Washington, the suggestion 
that the Federal government assume 
control of fire insurance was not favor- 
ably received, and the reason that it 
was not favorably received be- 
cause the insurance companies had 
shown both a willingness and an ability 
to serve the government officially in 
furnishing information, expert advice 
as to construction and protection, and 
expert inspection. The very fact that 
government participation in the busi- 
ness has been suggested indicates the 
recognition of our business as an es- 
sential one, and expresses the thought 
that if the companies cannot furnish 
insurance in adequate amounts the 
government will be forced to render 
assistance. The officials in Washington 
have had an opportunity to come in 
contact with insurance officers and in- 
surance organizations and have become 
convinced of their efficiency; the con- 
tact of the general public with insur- 
ance organizations is much more dis- 
tant, and the very fact that insurance 
is a subject of public discussion seems 
to us to offer a very wonderful oppor- 
tunity to justify our existence. This 
is not to be accomplished by oratory 
nor by argument, but by deeds and 
service. Instead of treating it as a 
political matter and looking to our leg- 
islators for assistance, let us treat it 
as a purely personal matter and make 
our appeal directly to the public by 
rendering to our clients what can be 
properly and literally termed service.” 
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NEW YORK STATE DEPARTMENT 


HUMBOLDT.FIRE OF PA. | TEUTONIA FIRE OF PA; 
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SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


100 William Street New York, N. Y. 


Phone: John 2312 

















Authorized Capital $500,000 


Brirnit National Hire 
Iusurauce Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 


WESTERN || THE HANOVER 
FIRE INSURANCE COMPANY 




















ASSURANCE CO. 
OF TORONTO, CANADA 


States from 1874 to 1917, Incorporated 1852 
inclUSiVE ...cccccccccccccscees 43,294,154.63 
. . The real strength of an insurance com- 
Fire, Marine, Explosion pany is in the conservatism of its man- 
and Tornado Insurance avement, and the management of THE 


HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 


UNITED STATES BRANCH 
January 1, 1918 

$A,194,579.34 

1,667 691.69 


Assets 
Surplus in United States...... 
Total Losses Paid in United 

W. B. MEIKLE, President 














S. C. BISHOP CO. 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John——588 Elizabeth 


Represented at 
95 William Street, 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM 


208 Broad Street, 
Elizabeth, N. J. 


STREET, NEW YORK 
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307 FOURTH AVENUE 


‘LOGUE BROS. & CO, Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











PHILADELPHIA 








ADEQUATE 
FACILITIES 


ALL LINES 








CLARENCE A. KROUSE & CO. 


325 WALNUT STREET 





SATISFACTION 
SERVICE 


ALL LINES 


LOCAL AnD GENERAL AGENTS 
PHILADELPHIA, FA. 








PENNSYLVANIA NEW JERSEY 








B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 








Home Office: 68 William Street | 
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STRENGTH 


HENRY J. HOUGE, J. H. VREELAND 
Assistant Secretaries 

















INTEGRITY 





A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 


SERVICE 





JAMFS H. BREWSTER, Mer 
Hartford, Conn. 








Commission Rule 
Committees Named 


ENGLAND AND EASTERN 


NEW 


Some Excepted Cities Already Dropped 
—Philadelphia Local Agents Busy 
—Companies Making Reports 


Appointment of metropolitan district 
committees of the National Automobile 
Underwriters’ Conference is progress- 
ing in accordance with the plans laid 
down in the new Commission Rule. 
The New England Conference’ has 
chosen the following committee for 
Boston: 

W. R. Hedge, Boston, chairman; W. 
A. Hamilton, Chubb & Son; A. K. 
Simpson, Eastern manager Fireman’s 
Fund; H. R. Clough, Automobile of 
Hartford; C. S. Timberlake, Hartford; 
R. KE. Stronach, Aetna. 

The Eastern Conference committee 
is made up of Messrs. Young of the 
North British, Koop of the Great Amer- 
ican, Wyatt of the Home and Russell 
of Russell, Seott & Ziegler, managers 
for the Aetna. . 

While the Eastern Conference has 
not yet abolished any excepted cities 
it has adopted resolutions instructing 
the sub-committee that has in charge 
the work of passing upon the qualifi- 
cations of general agencies, to have 
in mind the desirability of eliminating 
all excepted cities which the reports 
it will receive shall show should be 
taken out. 

For Philadelphia a committee of local 
agents has been named, composed of 
Robert M. Coyle, Walter Chase and 
R. FE. Hare. While the name of the 
committee has been changed, its per- 
sonnel is the same as that appointed 
to form a local agents’ association. 

New England Acts 

In spite of the intricacies of the 
automobile commission problem and the 
difficulties which attend the applica- 
tion of the new rule, the committee- 
men who will work out the details feel 
confident that the object to be attained 
is well worth every ounce of effort 
necessary to make it a success. 

The New England Conference com- 
mittee has acted promptly in cutting 
out excepted cities in that field. This 
leaves only Boston in the excepted class 
in that territory. Providence, Port- 
land, Bridgeport, New Haven and Hart- 
ford have been dropped. 

The discontinuance of the excepted 
city idea, which at best was only a 
inakeshift, clarifies the situation by 
just so much, leaving now only the 
metropolitan districts, the solution of 
which problem will still have to await 
further refinement of the agency situa 
tion. 

Conference members _ will 
blanks upon which are to be listed all 
offices now getting over twenty per 
cent. On another blank will be listed 
those agencies which a company de- 
sires to have retained on the present 
basis. This will be regarded as equiv- 
alent to a pledge to reduce all agencies 
not so listed on the second blank. On 
such agencies as a member wishes to 
retain at more than the twenty per 
cent. basis, a satisfactory statement of 


receive 
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sons for so doing will be sought. 


Where Co-operation Enters 
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expected that many difficult 


problems will arise out of this segre- 
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Efforts Appreciated 

been the 
tumbling block of all automobile 
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There are among the fire men 





United States Branch 
92 William Street, New York 





INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 

















not a few who fully believe that in 
view of what the marine contingent 
has contributed to the successes of 
the Conference, it is but right, and 
good policy, that some concessions be 
made to them now in what may almost 
be termed a crisis, at least an epoch 
marking event in the history of auto- 
mobile underwriting. 

In fact the sooner all parties realize 
that the success of the. new rule de- 
pends upon broadminded exchange of 
concessions, the sooner the results 
sought will become realities. It is all 
verv well to talk about enforcement 
but the right sort of co-operation would 
make enforcement unnecessary. Of 
course, to be of any lasting benefit the 
rule must be enforced. Each member 
must enforce it on himself. The trou- 
ble with all other similar rules is that 
they were not enforced, or, to put it 
another way, they were not lived up 
to through pressure of competition 
among the fire companies themselves, 
which competition was accentuated by 
the fundamental differences existing 
between the fire and marine agency 
equipments. A popular rule needs 
little enforcement, while an unpopular 
one cannot be enforced. Co-operation 
is greater than enforcement. Concili 
atory concession denotes the spirit by 
which most will be gained in the pres- 
ent contingency and the business placed 
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Four thousand men are serving under 
the red, white and blue emblem of the 
NATIONAL UNION. 
watchword - service their forte. 

Protecting the public against devastat- 
ing losses by fire, they help to furnish 
the ammunition which weaves the fabric 
of the Nation’s credit. 
emissaries of the NATIONAL UNION 


correspondence is always welcome. 


Loyalty is their 


They are the 


in advocating a policy which protects YY 
the homes of men and life time property b ~ 
accumulation. It is an army whichis A; 
always prepared and wins its plaudits ih 
in times ofpeace. The recruiting sta- ia) 
& JJ} tion is at the Home Office, where your pees 
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on a better basis than ever, now dur- 
ing a period of partial interruption in 
the automobile manufacturing business 
itself and before another season enters 
its full swing. There were seventy- 
two company and agency representa- 
tives at the Chicago meeting. This is 
an unusually large number for such a 
gathering Usually a third of that 
number get together at one time. 
Everybody was given the right of the 
floor whether or not he had voting 
powers. The fact that so many agreed 
upon the adoption of the present rule 
is the best indication that the majority 
feel the imperative necessity for the 
results it should accomplish and that 
the necessary co-operation will be forth 
coming 

The difficulties that present them- 
selves to the committees that will take 
up the work of readjustment in the 
respective fields should not be lost 
sight of. They have, indeed, an ardu- 
ous task in re-aligning the agency map 

The automobile commission armistice 
having been signed, the plenipoten 
tiaries extraordinary will now proceed 
with the more intricate task of arrang 
ing what is hoped will be a lasting 
peace 

When the excepted arrange 
ment was entered into it was not be 
cause that was considered a cure-all 
for the evils then existing; it was 
rather because that was the only solu 
tion appearing for then existing in 
equalities and excesses in the commis 
sion system. There was really no good 
reason why certain cities were included 
in that list of excepted cities to the 
exclusion of certain others, other than 
that it was believed that too radical 
changes were not in the end the short 
est way to permanent reform. There 
is a well grounded sincerity of purpose 
among executives to accord general 
agency privileges wherever they right 
fully belong and to protect bonafide 
agents against the unjust encroach 
ments of others upon whom have been 
conferred privileges to which they are 
not rightfully entitled It is this dis 
crimination which has resulted in field 
men jumping from pillar to post and 
snatching at every new fly that was 
cast into the eddy. After all it would 
be most unnatural for one not to avail 
oneself of an advantage in commissions, 
if it were apparent that were it not 
grasped the mantle would fall upon 
another whom it ill fitted 

As for automobile insurance agents, 
in common with all others, it is of little 
avail to resolve volubly against the 
growing number of paternalistic, com 
munistic, monopolistic and other en- 
emies of the business unless those 
same resolvers are willing to assist in 
holding their business beyond the sphere 
of criticism as to acquisition cost 
And here, again, while the new rule 
seeks to keep the acquisition cost from 
getting beyond justifiable bounds, its 
hoped for result is not only that, but 
also, and more particularly, a more 
equitable distribution of that cost 
through the compensation of those who 
are devoting all or the major portion 
of their energies to the automobile 
business 

As to the amount of automobile busi- 
ness coming to the companies from fire 
and from marine agencies, one execu- 
tive savs that the fire agents contribute 
about $24,000,000 and the marine agents 
$3,000,000. 


cities 
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Books Recommended 
By Insurance Institute 


SUGGESTED FOR STUDENTS 
Renewed Interest in Institute Comes 

With Election of Frederick Rich- 

ardson as President 
Insurance Institute of America, 
under the direction of President Fred- 
erick Richardson, United States Man- 
ager of the General Accident, and Ed- 
ward R. Hardy, chairman of committee 
on education, is making rapid progress. 
Mr. Richardson is an ideal man for 
presjdent and splendid work is being 
planned. A number of insurance com- 
panies, which have their own educa- 
tional organizations, or are sponsoring 
insurance educational societies in their 
home office towns, have expressed the 
keenest interest in the institute. Among 
some of the memberships of this type 
are the Insurance Society of Glens 
Falls, Security Insurance Club of New 
Haven, Clerks’ Association of the 
Springfield F. & M.; and the Profile 
Club, of Manchester, N. H. Women are 
as men to join 


The 


as free 
Volumes For Reference 

The 1918 reading courses and exam 
inations of the fire branch of the In 
stitute refer students to the following 
books of reference; an interesting list: 

The Business of Fire’ Insurance. 
Howard P. Dunham. 

History of Insurance in Philadelphia. 
J. A. Fowler. 

Cyclopedia of Insurance in the United 
States. Insurance Journal Company. 

Essentials of the Fire Insurance 
Business. E. A. Ketcham, Wisconsin 
Insurance Department. 

Yale Readings in 
Zartman and Price. 


Fire Insurance. 


Fire Insurance Contracts Ernest 
Brooke. 
The Standard Policy. Guilford A. 


Deitch. 
Property Insurance. 5S. 5. Huebner. 
A Treatise on Insurance Law. George 
Richards. 
Fire Prevention. 
Field Practice. 
tion Association. 
Engineer’s Handbook. 
Prevention of Fires. 
Chamber of Commerce. 


Peter J. McKeon. 
National Fire Protec- 


Rochester 


Fire Protection and Prevention. 
Lumber and Drying. N. F. P. A 
Premium Rates. Harold M. Hess. 


Fire Insurance Rating. E. R. Hardy. 

Rates and Hazards. Richard M. 
Bissell. 

The Agent’s Key to Fire Insurance. 


R. P. Barbour. 
Book of Policy Forms. C. C. 
Electricity. E. R. Blanchard. 


Hine. 


National Electric Code. C. M. God- 
dard and F. B. Crocker. 
Safe Electric Requirements. Dana 


Pierce. 
Special Agents’ Electrical Handbook. 
A. M. Schoen. 
Rates 


Rationale of Fire Rates. A. F. Dean. 


Fire Rating As a Science. J. M. 
Murphy 

Rate Making Organizations. Robert 
Riegel. 

Settlement of Losses Willis oO. 
Robb. 


Cotton Bales as a Source of Loss by 


fire. Benj. Richards. 

State Laws William BroSmith. 
State Supervision. Frank H. Hardi- 
son. 

Organization of Companies. R. M. 
Bissell. 


Origin and Growth of Law and Legis- 
lation on Insurance Dr. F. L. Hoff- 
man. 

This splendid list will be found ex- 
cellent for students. 

The only omission seems to be the 
Business of Insurance by Howard P. 
Dunham, of the Aetna Life, Hartford. 
This consists of three volumes of im- 
portant articles by influential men. 


Insurance Decision 
Involving Bankrupt 


VIEWS OF A MAINE COURT 


Not Necessary for Trustee to Come 
Within Scope of Phrase “Legal 
Representative” 


In a verdict for the plaintiff in the 


case of James D. Maxwell, of Bangor, 
Me., trustee in bankruptcy vs. the Di- 
rigo Mutual Fire Insurance Company, 
the Maine Law Court decided several 


interesting points. The policy, issued 
in July, 1912, was for three years’ term. 
In April, 1915, a voluntary petition in 
bankruptey was filed, later the plain- 
tiff being appointed trustee of the 
bankrupt estate. In July, 1915, proper- 
ty was destroyed by fire. The policy 
was not assigned to the plaintiff. The 
court held: 


1. It is unnecessary to consider 
whether the transfer of property to a 
trustee by an adjudication in bank- 


ruptey constitutes a “sale” within the 
purview of the policy, or whether a 
trustee in bankruptcy comes within 
the scope of the phrase “legal repre- 
sentatives” who together with G. were 
the parties insured. 

2. The conduct of the defendant 
through its secretary during a_ period 
of six months after the fire occurred 
and close up to the time of bringing 
this suit in his dealings, interviews 
and correspondence with the plaintiff 
was such as to preclude the defendant 
from setting up the breach of condi- 
tions in defense even if the facts con- 
stituted such a breach. 

3. When the conduct and declara- 
tions of the insurer are of such a 
character as to iustify a helief that a 
waiver was intended, and acting upon 
this helief the insured is induced to 
incur trouble and expense and is sub- 
jected to delav to his injury and preju- 
dice. the insurer mav be. prohibited 
from claimine a forfeiture for such a 
breach upon the principles of equitable 
estoppel 


“OPENLY OR SECRETLY” 


Massachusetts Aaents Oppose Net or 
Reduced Rates Where Agent Is 
Eliminated 
The Massachusetts Association of In- 
surance Agents has passed resolutions 

reading in part as follows: 

Resolved, that we, the Massachusetts 
\ssociation of Insurance Arents, in an- 
nual convention assembled, urge our 
fellow members and all other insur- 
ance arents to use everv effort to ner- 
snade those charged with the conduct 
of such matters to hasten the uniform 
and orderly relinauishment of war-time 
rovernment paternalism, and be it 
further 

Resolved, that we oppose earnestly 
the prolongation of any practice by in- 
surance companies, openly or secretly. 
of writine coverage direct or at net 
or reduced rates. eliminating the agent, 
in, violation of the spirit of the Amer- 
ican Agency System, and the agree- 
ments long established and honorably 
observed by most leading companies, 
and be it further 

tesolved, that we vigorously protest 
against any and all efforts to place the 
liability and compensation coverage on 
shipbuilding plants in the hands of so- 
called mutual and profit-sharing con- 
cerns, thus injuring the agent. 


STAR ENTERS D. OF C. 


> Star Fire. formerly the L. & lL. 
. of New York, has entered the 
Distriet of Columbia and appointed Wil- 
cox, Hane & Co., and John W. Thomp- 
son & Co. Inc., agents. It is expected 
that the company will be admitted to 
Maryland shortly. 





AKTNA (FIRE) 


HARTFORD, CONN,, U.S.A. 


gage Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. 

















THE AIRPLANE 


is the military eagle, aptly termed 
the Eyes of the Army. Rising above 
and before the battle line, it watches 
for coming attacks. 
FIRE gives no warning of its coming. 
No eye can see where it will strike next. 


ADEQUATE Insurance is the airplane 
of protection. Use foresight instead of 
actual vision. Let the 


AMERICAN EAGLE 


Fire Insurance Company of New York 
begin today to protect you against loss by fire. 
Coss Cates . .....00555 ONE MILLION DOLLARS 
HENRY EVANS, President 
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Competition our minds can only be taken from an Division of Enemy Alien 54 Pine Street - New York 


Views of two well established South- 
ern insurance men on the automobile 
casualty rate situation simply show how 
lines of thought vary on these under- 
writing subjects. A Charlotte, N. C., 
man takes a broad view, holding that 
the interests of agents should coincide 
with the views of the company, not 
cnly in regard to automobile casualty 


rates but in regard to all rates, and 
any consideration should be given the 
Company’s interest as well as_ the 
agents. 


With regard to casualty rates which 
apply to pleasure cars, this agent is of 
the opinion that they are about as low 
as the companies can afford to make 


them in cities of fifty thousand and 
over. Which takes in Charlotte. 
In regard to commercial cars, there 


is a great injustice on account of the 
rates being fixed by the various classi- 


fications of business instead of being 
based on the horse power of the car 
and the population of the city. This 
is not the equitable way of making 
casualty rates on commercial automo- 
biles, he says, continuing: 

“The increased volume of business 
received by the companies, if such 
rates could be obtained whereby the 
agents could educate the people as a 
whole to carry liability insurance, 
would more than take care of the in- 
crease in claims and when you once 


educate the people to carry liability in- 
surance, it is very little trouble to con- 
tinue their business even though the 
rates are advanced from time to time. 
Country vs. City Business 

“The rates that apply to Charlotte 
apply to the country and smaller towns 
as well, and I am of the opinion that 
this is an injustice to the country and 
to the smaller towns, owing to the fact 
that they do not have the hazards that 
we have in the city of 50,000. I cer- 
tainly believe there should be a lower 
rate which would apply to the country 
and small towns from five to twenty- 
five thousand, and by so doing we 
would educate these people to carry lia- 
bility insurance and would increase the 
premiums for the companies, and as 
above stated, with a very small in- 
crease in claims, as we have very few 
claims coming in from the country and 
small towns. 

“My experience in handling this class 
of business for the past ten years has 
led me to believe that the business 
could be handled by the companies, at 
least in some territory, at a much small- 
er rate and yet show a liberal profit 
to the company. IT should say the loss 


individual viewpoint. 

“We find, however, a general com- 
plaint at the extremely high liability 
rates charged. We rarely have a com- 
plaint from the assured on property 
d:uage, collision or fire rates. More 
especially does this apply to commer- 
cial fleets of trucks. 

Fears Competition 

“The experience of this office for the 
past several years does not warrant the 
rates which are now charged. This, of 
course, can only be taken as a single ex- 
perience, though the record should con- 
tribute materially to the general aver- 
age. We do think, however, that these 
rates have a tendency to force large 
insurers into a reciprocal or mutual or- 
ganization in this particular locality. 
We have three very active concerns of 
this character, and their premium in- 
comes are assuming large proportions. 
We are unable, however, to get an ac- 
curate check on their financial condi- 
tion, as their published statements do 
not reflect the same financial details as 
do those of our stock companies. We 
see in this the chief danger to the 
stock companies, and we are of the 
opinion that the companies themselves 
have gone a little too far in their rate 
advances. 

“The experience here has been stock 
companies begin to lose their premium 
income, let down the bars on rates and 


practically give their policies away. 
When they have re-established their 
standing in the community they pro- 


ceed to put the rates up out of sight, 
then the same procedure is followed 
over and over again.” 


SATISFIED IN MINNEAPOLIS 

Generally speaking, agents of Minne- 
apolis believe that the present rules 
and rates for automobile casualty in- 
surance are working quite satisfactor- 
ily, and that they give less trouble 
than those which heretofore have been 
in force. The agents believe that so 
long as the companies generally will 
adhere to them there will be little op- 
portunity for dissatisfaction among the 
company representatives. 


WITH FIDELITY-PHENIX 
J. T. Robertson, of Baltimore, spe- 
cial agent of the Philadelphia Under- 
writers for Maryland, District of Colum- 


bia and Virginia, has been appointed 
special agent of the Fidelity-Phenix 
for the Maryland, Delaware and Dis- 
trict of Columbia field, effective De- 
cember 1, succeeding H. A. Robier, 
who now represents the Great Ameri- 
can in Eastern New York 


Custodian’s Office 





Just how the rumor started that 
William C. Scheide was no longer chief 
ot the insurance division of the Alien 
Property Custodian’s office in Washing 
ton is not known, but it is a fake. 
The director of publicity of the office 
says: 

“Mr. Scheide has been a loyal and 
conscientious worker and has the ab 
solute confidence of the alien property 
custodian. His work as chief of the 
insurance division has been excellent 
and the sum of enemy-owned insurance 
companies whieh he has unearthed has 
been exceedingly large.” 

At the time of the report of the dis 
placement of Mr. Scheide it was said 
that A. E. Herrick kad been appointed 
his successor. 


AN AGENCY PLEDGE 


Henry Evans, president of the Con- 
tinental Insurance Co., has. written 
Second Vice-President Lopez, of that 


company, that the Continental has not 


WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











National Liberty 


INSURANCE COMPANY 
OF AMERICA 


NEW YORK 


l orporated Under the Laws of the 
New Yorl n 1859 


state | 


Statement, January 1, 1918 

. «+. »$1,000,000.00 
8,209,763.64 
5,223,031.71 
1,986,731.93 


Cash Capital .... 
Assets 
OS ee 
Net Surplus 

Surplus for Policy 




















and will not write business for the Withee ’ 986,731.93 
Government over the heads of local 
agents, and if it takes any business HEAD OFFICE 
local agents will be credited with the 62 WILLIAM STREET, NEW YORK 
commissions. 

INSURANCE CO., LTD. 


FIRE, LIGHTNING, SPRINKLER 


FRANK & DUBOIS, United States Managers 


McKee Sherrard, Assistant Managers 


THE YORKSHIRE 


OF YORK, ENGLAND 
Established 1824 
AUTOMOBILE, 


LEAKAGE, WAR 
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U. S. BRANCH 
ERNEST B, BOYD, Underwriting M 
No. 80 Maiden Lane, New York 
New York Life Insurance & Trust Co., U. S. Trustee, 


nager 


No. 52 Wall St., New York 


DEPARTMENT MANAGERS—METROPOLITAN, Willard S. Brown & Co.. New York, 
N. Y.; CAROLINA-VIRGINIA, Harry R. B , Greensboro, N. C.; SOUTHEASTERN, 
Dargan & Turner, Atlanta, Ga.; LOUISIANA and MISSISSIPPI, | BR. Ross, New 
Orle.ms, La.; PACIFIC COAST, Jas. C. Johnston, San Francisco, Cal.; McClure Kelly and 








Conservative 


ASSETS 


Mortgages $950,505.65 


Stocks and Bonds (2.499. 5 
Real Estate ‘ 103,540.9 
Cash in Office and Banks 162,884.18 
Interest Due and Accrued 16,915.50 
Rents Due ...... 92.5) 
Agents’ Balances 180,375.54 
(ollateral Loans 32,643.75 


Re-insurance Losses Due From 
Other Companies 


$1,750.616.04 





EDWARD HEER, Vice-Pres. & Secy. 


Tie SUPERIOR " AGURANCE <0. 
ound .-- 


Statement January 1, 1918 


Progressive 


LIABILITIES 


Capital ¢ 1).000.00 
Unadjusted 1 s 93,290,h2 
Reserve 1,024,694.02 
(the Liabi it 28,500.00 
Net Surpl 4,131.2 

750.616.04 


A. H. TRIMBLE, President 


F. W. SCHRATZ, Asst. Secy. 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


U. S. Cash Assets, Dec. 31, 1917 
Surplus - - - - 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 

1904 - - - + ~ 















Liverpool 


$16,153,068.57 
4,793,978.55 
3,239,491.00 
1,427,290.00 


1,051,543.00 
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Insurance At Big 
Reconstruction Meeting 


Richard M. Bissell and J. J. Hoey to 
Attend Atlantic City Meetings 
December 3-6 


AFTERMATH WAR PROBLEMS 


Discussion of Employment of Demo- 
bolized Men, Finance, Foreign Trade 
and Output Disposition 
Fire insurance will be represented at 
the emergency and reconstruction con- 


ference of the Chamber of Commerce 
of the United States to be held in 
Atlantic City December 3-6. Richard 


M. Bissell, chairman of the conserva- 
tion committee of the National Board 
of Fire Underwriters is expected to 
attend, and will also decide whether 
other members of the conservation 
committee will go. Henry Evans, pres- 


ident of the Continental, who was 
asked to act as chairman of the In- 
dustrial Professions Group, will be 


represented by Vice-President James 


J. Hoey. 
This conference will discuss prob- 
lems of the greatest impertance aris- 


ing out of employment of demobilized 
men, output of industries formerly re- 
garded as essential, and foreign trade 
questions. 

Expect 4,000 to Attend 

The New York “Times” forecasts the 
attendance at the convention as 4,000. 
The meetings will be addressed by the 
best authorities that can be assembled 
upon the issues to be discussed and 
will determine what form of working 
federation will be adopted to assure 
the largest present usefulness and 
greatest future safety to American 
commerce. 

Among subjects to be discussed are 
these: 

“What legal methods or means could 
be introduced in the craft to better 
stabilize prices during the reconstruc- 
tion period affected by the following: 
Inventories on hand. Orders placed 
at war prices but not delivered. Labor 
costs and conditions. Increased taxes. 
Increased rate of interest. Estimated 
increase demand for non-war materials 
restricted during the war period. If 
advisable for the Government to dis- 
pose of used materials and products 
in fhe open markets what effect will 
it have on production and the sale of 


new goods at home and abroad? What 
point of contact should the business 
interests have with the Government 


departments in the sale or disposition 
of these various commodities? 

“What is your financial problem dur- 
ing the reconstruction period? Do you 
recommend governmental aid? What 
disposition should be made of the mer- 
chant marine? When the demobiliza- 
tion of military forces takes place how 
can the soldiers and sailors be best 
returned to their former industrial pur- 
suits and how will it affect the labor 
situation? 

“What about foreign trade plans, and 
taking advantage of the Webb-Pomer- 
ene bill, which allows combination for 
foreign trade?” 


EXCELSIOR BEING PROMOTED 

The Excelsior Insurance Company of 
Syracuse, N. Y., is being organized in 
that city by Ray B. Smith. It is pro- 
posed to write fire insurance and the 


promoters plan to have a capital of 
$200,000, with a paid-in surplus of 


$100,000. 





ATLANTIC CITY ADMITTED 
The Atlantic City Fire Insurance 
Company of Atlantic City, N. J., has 
been licensed to do business in this 
state. 


HOW TO WRITE LETTERS 


Dictate Second One Before You Do 
First, Chicago Club Is Told 
By F. E. Spoerer 


Underwriters are deriving consider- 
able entertainment from the series of 
thoughts about letter writing, delivered 
to the Fire Insurance Club of Chicago, 
by F. E. Spoerer. In discussing ‘‘The 
How and Why of a Letter,” Mr. Spoer- 
er says in part: 

“In these days, conservation is the 
popular theme. We save food, money, 
daylight, etc. Anything that tends 
to conserve labor, time or material 


is desirable. So let us see if we can- 
not do some conservation work by 
eliminating the unnecessary letter. 


Someone has proposed a rule that is 
to avoid some of this trouble. It is 
to write your second letter first. This 
is really an excellent plan. Two 
thoughts are embodied in the idea. 
One is to make your first letter so 
complete that a second will be un- 
necessary. The other is to anticipate 
the probable effect of your letter. In 
other words, what is the person who 
receives your letter likely to do? Does 
your letter invite a response? Does 
it leave the way open for further dis- 


cussion? Will it leave any doubt regard- 
ing your meaning? Or is your letter 
so clear, distinct, and complete that 
the person receiving it will know 
the matter is definitely disposed of 
and may be filed away under the head 
of finished business? This sort of 
‘full coverage’ letter seldom’ breeds 


the need for a second letter. The first 
one completes the job. Try and real- 
ize the time and money value of such 
a letter. It saves the time of the one 
who writes and the one who reads, be- 
sides the work of mailing and filing, 
the expense of stationery, postage and 
the storage room required for stow- 
ing away the accumulated mass of cor- 
respondence. In a large office, a great 
saving could be accomplished by al- 
ways writing the second letter first.” 


Set Your Insurance 
Clock Ahead a Whole 
Week 


BY READING 
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Custodian’s Office Makes Unfair 
Slur Upon Some Insurance Managers 


is considerable resentment in 
insurance the 
of publicity being handed to the daily 


There 


circles about character 


papers about insurance affairs by the 
Treasury Department, Washington. The 
Underwriter last week told of 


the careless and unfair reflections upon 


Eastern 


stock life insurance companies made by 
the War Risk Bu- 
a story given to daily papers 


the press agent of 
reau in 
about conversion of soldiers’ and sail- 
life This 
by a statement given to the daily pa- 
pers by a representative of A. Mitchel] 


Palmer, Alien Property Custodian, tell- 


ors’ insurance. was followed 


ing about the order given to Mr. Pal- 
iner by which the enemy owned com- 
panies in process of liquidation under 


their own management were turned 


over to him for sale. 
One paragraph in this statement told 
of investigations by the insurance divi- 


sion of the office which it said “dis- 
closed striking examples of the meth- 
ods adopted by the Germans to per- 


petuate their control over insurance in 
this 
afterward, and the subservience of their 
American representatives even to the 


country while the war was on, and 


extent of concealment and evasion of 
the law.” 

Such an accusation may fit one man 
who was formerly a German company 
manager, but to apply such a character- 
ization generally and in sweeping fash- 
ion is unfair and unjust, as any under- 
writer familiar with the character and 
loyalty to 
as the Messrs. Kelsey, Lenehan, and a 
few others well knows. 


America of such managers 


Soon after revoking the authority of 
German managers at the time of trans- 
ferring the companies to Mr. Palmer's 
jurisdiction this authority to liquidate 
and manage the German companies was 
again conferred. 

The daily papers placed such heads 
on the Palmer statement telling of the 
approaching sale of the companies as 


“German Insurance Domination to End.” 


‘That 
tion of fire insurance can 
the fact that the total 

the German-owned companies for 1917, 
$16,761,424, not so as the 
individual a num- 
companies. 


there never was German domina- 
be seen by 
premiums of 
were much 
premium income of 


ber of the large American 
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MARINE DEPARTMENT 














Schooners Again in 
Transatlantic Service 


Just about a year ago the United 
States Government prohibited all Amer- 
ican sailing vessels from entering the 
waters known as the Barred Zones by 
the German Government. Their action 
was taken at that time to conserve 
American tonnage, the submarine 
activity had reached the height of its 
pinnacle and ab- 
solutely no chance to make a voyage 
in and out of the zone without being 


as 


sailing vessels had 


lost, and the Government needed all 
the American tonnage that was avail- 
able for the South American, Coast- 
wise, South African trade, and, there- 


fore, prohibited American vessels from 
clearing for the troubled waters. 

Any number of schooners that were 
loaded with cargo for England, Spain, 
France and Italy, and even 
were compelled to discharge their car- 
Government 


Greece, 


goes under edict. 


Saved Marine Underwriters From Many 
War Losses 


This action of the Government 


S$. K. CRAWFORD’S NEW POSITION 





Made An Executive Officer of Ameri- 
can Re-insurance Company 
SK. Crawford has been made an 
executive officer of the American Re- 
insurance Company, the underwriting 
managers of which are Ives & Baird. 
His particular function will be to take 


care of the treaty business and his 
title will be assistant to the president 
C. H. Miller. Later, he will be made 


vice-president. 

For years Mr. Crawford was one of 
the best-known figures in automobile 
insurance. He was with the Ameri- 
can Automobile; then with the Home; 
from which he went to the Zurich and 
Prussian National. 





BELONGS TO INLAND MARINE 

One of the matters acted upon at 
the automobile meeting in Chicago last 
week was merchandise on trucks. It 
was decided that this line is not within 
the scope of the Conference and prop- 
erly belongs With the inland marine 
transportation offices. 


A. W. Follansbee, Jr., marine secre- 
tary of the Fireman’s Fund, is in New 
York this week. 








THE LEADING FIRE COMPANY 
OF THE WORLD 











saved a number of marine underwrit- 
ers from serious marine as well as war 
losses, and at the same time saved a 
considerable amount of tonnage, to be 
used in trades for which the vessels 
were better adapted. 

There are on berth about six 
schooners loading for transatlantic voy- 
ages. It is the opinion of experts that 
schooners are not adapted for trans- 
atlantic winter voyages, and underwrit- 
that are accepting this class of 
business, unless they are exceptionally 
caretul in the selection of their ves- 
sels and the masters in charge of the 
vessels, and are careful in the selection 
the character of the cargo which 
vessels carrying, will in the 
future learn that this class of 
business extra hazardous, and re- 
quires a very high rate of premium to 
carry the risk. Quite a of 
schooners sailed last voyages 
of this kind, heavy 


losses were 


now 


ers 


of 
the 
near 


are 
is 


number 
year on 
and some very 
sustained. 


OBSERVER. 


CHICAGO MARINE CHANGE 
The Branch Marine Department of 
the Insurance Company of North Amer- 
ica in Chicago, of which William Rich- 
ardson & Son have been agents, has 
been consolidated with the Lake Ma- 
rine Department, of which George L. 


McCurdy is manager. Walter BH. Par- 
ker, who has been with the North 
America force since 1898, has been 


placed in charge of the offices in the 
Insurance Exchange formerly occupied 
by Richardson & Son. Fred T. Richard- 
son of the old firm will be identified 
with the new arrangement. 


BUY LOWERY @& CO. 

Willcox, Peck & Hughes have pur- 
chased the business and good will of 
Messrs. Stewart S. Lowery & Co., of 
San Francisco, their former agents, 
and have retired the corporation of 
Willcox, Peck & Hughes, of California, 
and amalgamated the business of these 
two concerns into a direct branch of 
the home office of Willcax, Peck & 
Hughes, of New York, which will 
handle the entire interests of the firm 
on the Pacific Coast from Vancouver 


MARINE 


AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 





Surplus to Policyholders $1,014,237.98 
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Risk Insurance 


Losses made PAYABLE in all parts of the world 
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Final Automobile 
Rule Conditions 


GENERAL AGENT APPOINTMENTS 


Effective as to All New and Renewal 
‘Risks Attaching on and After 
January 1 


In their final form the new Commis- 
sion Rules of the National Automobile 
Underwriters’ Conference are as fol- 
lows regarding metropolitan districts 
and conditions of appointment of gen- 
eral agents. The remainder of the rules 
relate to definitions of offices and com- 
pensation payable, in which some 
changes were made but they remain 
essentially as already set forth in these 
columns. 

General Agents—Conditions of Appoint- 
ment 

1. All General Agency appointments 























to San Diego. 
Ms 
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INC Anny 
56 Beaver Street New York 


MANAGERS MARINE DEPARTMENT 


American Insurance Co., of Newark, N. J. 
Firemen’s Insurance Co., of Newark, N. J. 
Glens Falls Insurance Co., of Glens Falls, N. Y. 
Hanover Fire Insurance Co., of New York, N. Y. 


MARINE AGENTS 
Globe & Rutgers Fire Insurance Co., of New York, N. Y. 


MARINE AND WAR RISK INSURANCE 


Losses made payable in all parts of the World 








MACOMB, N. Y. 


CABLE ADDRESS: 


TELEPHONE BROAD 631 








shall be 
and shall 


of the 


confined to 
be subject 
Executive 
Local Conference 
the main office of 
is located, subject 
National Executive 
after provided. 


cities named by 
to the approval 
Committee of the 
in whose territory 
the General Agent 
to appeal to the 
Committee herein- 


2. No General Agencies shall be ap- 
proved excepting such as are appointed 
bonafide managers of the territory in- 
volved. Appointments made with the 
object of paying commission in excess 
of the local commission, thereby secur- 
ing the local business of the agent, 
shall not be approved. 


3. For a Fire Insurance Company 
(meaning thereby all companies trans- 
acting their automobile business in 
whole or in part with their general 
fire business from the same Head 
Office, American Head Office, or De- 
partmental Office): No appointment of 
a General Agent shall be approved ex- 
cept where such general agent repre- 
sents the Company as General Agent 
for fire business as well as for auto- 
mobile business, and the Executive 
Committee, before granting approval, 
shall determine that the General Agent 
is a bonafide part of the fire under- 
writing system of the Company. 


4. For a Marine Company (meaning 
thereby companies operating their au- 
tomobile business through an American 
Head Office or Departmental Office 
which transacts Marine but not Fire 
business; this shall include companies 
so operating whether such companies 
are independent Marine Insurance Com- 
panies or Marine Insurance Companies 
owned by Fire companies or are branch- 
es or departments of Fire and Marine 
Companies): No appointment of a Gen- 
eral Agent shall be approved except 
where such General Agent has exclu- 
sive control of a territory not less ‘than 
a State, and the Executive Committee 
before approving such appointment, 
shall assure themselves that no Fire 
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company has been debarred by the 
operation of these rules from the con- 
tinuance of a general agency appoint- 
ment in such office. 

5. For a Casualty Company (meaning 
thereby companies operating their au 
tomobile business through an American 
Head Office or Departmental Office 
which transacts casualty business): 
No appointment of a General Agent 
shall be approved except where such 
General Agent represents the Company 
as General Agent for casualty as well 


as for automobile business 
6. All existing Departmental Offices, 
Branch Oftices, General Agencies, and 


all other representations above’ the 
grade of Local Agent shall, within 
thirty days after the date of this rule, 
and all such future appointments and 
representations shall, prior to_ thei 
tuking effect, be reported to the Execu 
tive Committee having jurisdiction, 
upon forms to be provided by the Sec- 
retary, accompanied by such pledge or 


pledges as may be prescribed by the 
said committee; and the committee 
shall have power to call for such fur 
ther information, or to summon the 


company interested for hearing before 


them The Executive Committee of 
the Local Conferences shall be en- 
trusted with the passing upon of any 


existing automobile general agency of 
a member company that may not be in 
accordance with the rules, but which 
in the opinion of such committee does 
not do violence to the spirit of the new 
rules. 

7. Such appointments are ap 
proved, as well as those that are dis 
approved by the committee, shall be 
bulletined to all members. 

8. Where an appointment is disap 
proved, the applying company shall 
have the right to appeal, within thirty 
days, to the National Executive Com 
mittee, whose decision shall be final. 
Pending appeal, the appointment shall 
be ineffective. 

9. Where an appointment is approved 


as 


and bulletined, any member company 
shall have the right to protest it, within 
thirty days, to the National Executive 
Committee, which committee shall have 
power to review the application and 
render final decision. Pending such 
appeal, the appointment shall continue 
to be effective, as from the date of the 
Local Committee’s approval. 

10. All appointments finally disap 
proved by the Local or the National 
Committee shall be terminated within 
ninety days of such disapproval if the 
appointment is in existence, and no 
member shall have the right to grant 
appointment above the grade of 
agency in any such case until 
time as the disapproved agent 
be entitled to qualify under the 
for an appointment above the 
vrade of local agent and in any event 
not before twelve months shall have 
expired since such agent ceased to hold 
the appointment above the grade of 
local agent which has been disap- 
proved 

Note The principle to be followed 
in approving General Agency Appoint- 
ments is that given in Paragraph 2, 
und the Executive Committee shall call 
for such information and follow such 
procedure as shall in their judgment 
best accomplish the spirit of this prin- 
ciple. For their guidance it is sug- 
gested, however, that either upon the 
form of application, or through inde- 
pendent sources, the following infor- 
mation be obtained: 

“Name and address of proposed agent. 
Date of appointment. Previous rela- 
tion of this agent to applying company. 
Branches of business transacted by this 
agent for this company. Other com- 
panies represented by this agent for 
automobile business of any description. 
Number, locations and names of sub- 
agents. Facilities possessed by agent 
for development of field. Facilities 
possessed by Company (other than 
through this agent) for operation of a 
local agency business. 


an 
local 
such 
shall 


rules 
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Coroner’s Verdict as Evidence 
In Accident and Other 


Insurance Cases. 





In a proceeding under the Illinois 
Workmens’ Compensation Act for death 
there was no direct testimony tending 
to show where and under what circum- 
stances the injury was sustained. Wit- 
nesses testified that the deceased told 
them before his death (which resulted 
from emphysema produced by the pene- 
tration of a lung by a fractured rib) 
that he had fallen down the stairway 
at his employer’s plant while leaving 
his work. After his death a coroner’s 


inquest was held, and the coroner's 
jury returned a verdict stating that 
they were “of opinion” that the de- 


ceased’s injuries resulted from falling 
down a flight of stairs at the plant 
while leaving his work. An award was 
made by the Industrial Board, from 
which appeal was taken on the ground 
that there was no proper evidence sus- 
taining the finding of the board. The 
{liinois Supreme Court, Morris & Co. 
vs. Industrial Board, 119 N. E. 944, 
held that the testimony of the wit- 
nesses (the deceased employee’s rela- 
tives and physicians), was merely hear- 
suy and therefore inadmissible. But 
it held that under the Lllinois statute 
requiring a coroner’s jury to investigate 


the cause of death supposed to have re- 
sulted trom “casuaity,” as well as 
where death is supposed to have re- 
suited from “violence” or “undue 
means,” the coroner’s verdict as to the 
death of an employee found to have 


resuited from a casualty is admissible 
before the Industrial Board to show the 
facts as to the cause of death. The 
majority opinion stated, however, that 
it is only in cases where the inquest 
is authorized to be held that the ver- 
dict of a coroner's jury is competent, 
and where the inquest is authorized 
und the verdict finds only the facts 
which the law authorizes and requires 
to be found, it is competent evidence; 
and that the verdict in this case com- 
plied with those requirements. 

Three of the seven justices dissented, 
the minority opinion stating, in part: 
“There was no finding of the fall as 
a fact, but if it could be so regarded, 
the further opinion that the fall oc- 
curred as Klein was leaving his work 


would be a finding fixing a civil lia- 
bility upon Morris & Co., under the 
Workmen’s Compensation Act. That 


opinion or finding was not admissible 
in evidence to fix such liability. To hold 
that the verdict of a coroner’s jury is 
admissible in evidence to fix a civil lia- 
bility, either at common law or under 
a statute, upon one who is not a party 
to the proceeding before the coroner, 
is not present, has no choice in the 
selection of the jury, no right to cross- 
examine witnesses or contradict the 
evidence tending to prove the liability, 
is to condemn him unheard and to vio- 
late the most elementary rules for the 
administration of justice between in- 
dividuals. The Workmen’s Compensa- 
tion Act has been sustained on the 
ground that it is elective, and employer 
and employee, by electing to come un- 
der it, agree that their rights may be 
settled by arbitration. But the elective 
feature of the act covers nothing but 
the provisions of the act itself, and 
neither employer nor employee, by 
electing to come under the act, agrees 
that the rights or liabilities created 
by it shall be determined or in any 
manner affected by the finding or opin- 
ion of a coroner’s jury or any other 
body having no judicial power to in- 





quire into or decide upon their rights 
or liabilities and no jurisdiction over 
the party charged with liability.” 

In another appeal before the same 
court, Peoria Cordage Co. vs. Indus- 
trial Board, 119 N. E. 996, an opinion 
was handed down on the same day, 
again by a divided court, in which a 
verdict of a coroner’s jury was held 
inadmissible in evidence before the In- 
dustrial Board under the following cir- 
cumstances. An employee died from 
septicaemia, or general infection, fol- 
lowing an injury to the index finger of 
his lert hand. No one saw the acci- 
dent happen. It was here also held 
that testimony of his relatives and a 
physician that he told them he had cut 
the finger on a can while at work was 
inadmissible as hearsay. The’ only 
other evidence was a coroner’s ver 
dict, the major part of which was as 
follows: “That the said John Favre 
* * * came to his death* * * 
from septicaemia, due to a cut of finger 
from fibre can, accidentaily received 
while in the discharge ot his duties 
for the Peoria Cordage Company.” The 
court’s opinion contained simular rea- 
soning to that of the dissenting opuin- 
ion in the Morris & Co. case, and con- 
cluded as follows: “If the coroner, in 
the exercise of his discretion, acted 
upon any information which justilied 
hoiding an inquest, the finding that the 
death of Favre resuited from an in- 
jury while in discharge of his duty 
us an employee of the Peoria Cordage 
Company was entirely without the prov- 
ince of the jury and was unauthorized 
by the statute, the law, or the nature 
ol the coroner's office and could have 
no eitect to fix a civil liability. It was 
incompetent for that purpose and 
should not have been admitted in evi- 
dence.” For this reason the award of 
the Industrial Board was sei aside. 

It may be added that the rule Jaid 
down almost unanimousry by the courts 
of the United States which have passed 
upon the point is that while a coroner's 
verdict is competent as a part of the 
proof that the death occurred, it is not 
even prima facie competent to prove 
the cause of the death. The courts 
which declare this doctrine include 
those of Alabama, California, Colorado. 
Georgia, Indiana, Kentucky, Maryland, 


Michigan, Missouri, New York, Ohio, 
Oregon, South Dakota, Texas and 
Washington. 


BULKELEY IS INSTRUCTOR 
Lieutenant Houghton Bulkeley, 
youngest son of Morgan G. Bulkeley, 
of Hartford, has been retained as an 
instructor in the military school in 


which he recently completed his 
course. 
MAJOR BULKELEY GASSED 
Mrs. Morgan G. Bulkeley, Jr., of 
Hartford, has received word that her 
husband Major Morgan G. Bulkeley, 


Jr., of the 101lst Machine Gun Battalion 
had been gassed and at the time of 
writing, October 9, was in a hospital 
back of the lines, where he had been 
for a week, and where he expected to 
stay for a month longer. His eyes 
were burned but he was not blinded. 


NEW COMPENSATION BOOK 
In making future awards, compensa- 
tion commissioners in Connecticut will 
have for guidance the second volume 
of Compensation Decisions issued by 
the State. 


PRESCRIPTION FOR BEGINNER 

Here is a prescription for an insur- 
ance beginner: 

Ten per cent. knowledge of the busi- 
ness. 

Ten per cent. co-operation from the 
district manager. 

Thirty per cent. stick-to-it-tiveness. 

Fifty per cent. ENTHUSIASM. 

Mix well and take it hot every morn- 
ing before starting in to work. 
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CASUALTY AND SURETY NEWS 


Shells of All Calibres 


For State Insurance 
FOR READY USE BY SOLICITORS 
Roman Emperors Subjugated Popu- 
lace By Gifts; Germans By 
Compulsory Protection 


Any insurance man who is seeking 
handy arguments to use against those 
who favor, or think they should favor, 
compulsory health insurance will find 
a whole ammunition train in what W 
G. Curtis, of Detroit, said to the Health 
Insurance Commission of Illinois. 
These arguments might with profit be 
memorized for use on occasion. 

Bismarck cynically remarked that 
“just as the Roman emperors bought 
the obedience and devotion of the 
populace of Rome by giving it free 
bread and circuses, so the German 
government would buy the obedience 
and devotion of the German working 
class by giving it social insurance.” 

Compulsory health insurance should 
cease to be an issue because it repre 
sents impracticable ideals In its 
place should arise a definite plan by 
States and with Federal co-operation 
for compulsory healtn. 

The plans devised and presented as 
fitting American conditions do not pre 
tend to correct them, and the history 
of compulsory insurance abroad offers 
the strongest possible argument 
against any such system. 

Dr. Friedensburg, who for twenty 
years was executive head of the Ger 
man system, condemns it. 

William A. Brend, in his book 
“Health and the State,’ and speaking 
of the English law, says that no pre- 
vious measure has ever failed so sig- 
nally in its primary object. 

Bonar Law says those in greatest 
need are not benefited. 

Sidney Webb, English 
condemns it. 

Harold Villard, writer upon econom- 
ics, says that unless a halt is called 
in time, the load of this social legis- 
lation may become a crushing one. 

Gerard, after four years of contact, 
condemns it. 


economist, 


The National Civic Federation, after 
a most exhaustive investigation by its 
own Commission, condemns. it. 

The American Federation of Labor, 
acting for the best interests of its 
2,000,000 members, passed a resolution 
in July condemning it. 

The National Association of Manu 
facturers, representing the largest 
number of associate employers in the 
United States, condemns it. 

Practically every State and County 
Medical Society in every state where 
it has become an issue, condemns it. 

The Massachusetts Constitutional 
Convention condemned it. 

Dr. Edward Ochsner, of Chicago, 
who practiced under the German law, 
condemns. it. 

Dr. Frederick L. Hoffman, statistician 
of The Prudential Insurance Company, 
coudemns it. 

The National Pharmaceutical Asso 
Catton condemns it. 

With the wage earners, employers 
doctors and druggists against it, who 
1 for it, and why? 

What now of the German System, 
and its burdens of the immediate fu- 
lure? What of the reconstruction 
period in this country? Is it logical! 
'o add another fixed burden of $1,000,- 
000 per.annum for the nation? 








Americans Lead 
Violent Lives 


STATISTICS BY DR. L. I. DUBLIN 


English Accident Figures Compared— 
Automobile Casualties Climb — 
Many Deaths By Homicide 


In an address to the Casualty Actu 
arial & Statistical Society Dr. Louis 
1. Dublin, statistician of the Metropoli- 
tan Life, discussed mortality from ac 
cidents and other external causes 
among wage earners in the United 
States and Canada. He reviewed some 
extensive statistics on mortality from 
accidents, suicides and homicides 
among nearly ten million wage earn 
ers in the United States and Canada 
He pointed out, in the first place, that 
nearly three-quarters of the deaths 
from external violence are due.to ac 
cidents. Accident mortality, he con 
cluded, is still very much in excess 
among the American population of th» 
figures for England and Wales for ex 
ample. 

Loss Figures Striking 

He pointed out that in the year be 
fore the war, 1913, the fatal accident 
rate of Engiand and Wales for males, 
35 to 44 years, was 62 per 100,000 of 
such persons, whereas in the male 
population of the United States gen 
erally, this death rate was 140 per 
100,000 and among white males of the 
wage earning group of the population, 
154 per 100,000. The fatal accident 
death rate of England and Wales was, 
therefore, only 45 per cent. of that 
for the general population of the 
United States and 40 per cent. of the 
accident death rate of white male 
wage earners. 

Even when the chief types of fatal 
accidents, such as falls, burns, drown 
ing and steam railroad accidents are 
considered, the rates of mortality re 
corded for the United States are very 
much above the figures available for 
England and Wales in time of peace 
Dr. Dublin hopes that these data may 
prove useful in directing the energies 
of the movement for conserving life 
and health in this country and es- 
pecially among wage earners. 

Automobile Accidents 

He pointed out, further, the increas- 
ing mortality from automobile acci- 
dents and injuries which, according 
to his figures, showed an increase of 
2.3 per 100,000 in 1911 to 7.4 in 1916 
Dr. Dublin said, a'so, that present in- 
dications are that when the figures 
for 1917 became available. a STILL 
further increase in the death rate due 
to the automobile would be observed 
He said that this increasing mortality 
from this one cause alone indicated 
the need for detailed inquiry into the 
causes contributing to acciderts of 
this kind. esnecially in cities where 
the growth of population and the in- 
creasing volume of street traffic con- 
duce to greater liability to automobile 
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accidents He mentioned, also, that 
the death rate from steam railroad 
accidents and injuries and from street 
car accidents and injuries is apparently 
on the decline. 

Suicide and Homicide 

The suicide death rate among wage 
earners in the United States and Can 
ada is between 15 and 20 per cent. 
lower than the death rate in the gen- 
eral population. This fact was espe 
cially important as regards those ages 
in early life where the figures for the 
wage carning group of the population 
are especially favorable. 

Dr. Dublin also presented some fig- 
ures on homicide. He indicated that 
the crime of homicide still assumes 
alarming proportions as a cause of 
death in the United States. Among 
negroes, especially, homicide was one 
of the chief causes of death, ranking 
next to pneumonia at the age period 
20 to 24 years in order of numerical 
importance 

AGENTS’ PLANS READY 
What is Arranged for National Asso- 
ciation of Casualty & Su-ety Men 
in New York 


The first session of the National As 
sociation of Casualty and = Surety 
\gents’ meeting will be held Monday 
afternoon, December 2, at 2 P. M., at 
the Hotel Astor. New York. The com- 
mittee expects to have short welcom- 
ing addresses by J. Scofield Rowe, 
president of the International Associa 
tion of Casualty & Surety Underwriters 
und EK. M. Allen, president of the Na- 
tional Association of Insurance Agents. 
Kdward C. Lunt, of the Fidelity & 
Casualty of New York, will give an ad- 
dress on surety bonds and Arthur 
Richmond Marsh, of the “Keonomic 
World,” has been asked for an address 
on the Post-War Problems of Insur- 
ance, 

The second session will be held on 
Tuesday morning, December 3, for a 
discussion on the topics of Mr. Marsh's 
address and plans for solving these 
problems in a constructive, co-operative 
way. F. Robertson Jones, of the Work- 
men’s Compensation Publicity Bureau 
has been asked to aid in this discus- 
sion. 


Something New 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


Call for 


General Accident 


Fire and Life 


Assurance Corporation, Ltd. 


PHILADELPHIA 


H. E. RYAN RESIGNS 


Actuary of New York Insurance De- 
partment to Go With Equitable 
Life Society 


Harwood E. Ryan has resigned from 
the New York Insurance Department, 
of which he is actuary of the compensa- 
tion division, to become manager of 
the health and accident departmant 
of the Equitable Life Assurance So 
ciety, as is printed elsewhere in this 
issue. The appointment is effective 
January 1. He will be a valuable ac 
quisition to the Society 


UNDERTAKERS OFFERED AGENCY 


Motor Car Butuals Actively Seeking 
Business for New Companies 
Through Trade Press 


The Motor Car Mutual Casualty and 
the Motor Car Mutual Fire, which are 
being organized at 20 Nassau Street, 
New York, advertise in the funeral di- 
rectors’ trade press along these lines: 

“Automobile insurance at actual 
cost 

“Two new companies to provide full 
coverage insurance to owners of au 
tomobiles at actual cost are being or 
ganized ard will be ready for business 
shortly. These organizations will be ab 
solutely independent and will not be 
members of the ‘Automobile Confer 
ence’ (the combination of all stock 
insurance companies which fixes and 
inaintains all automobile rates). 

“An immediate reduction of 20 per 
cent. of the ‘Conference’ rates will 
be made to members and a further sav 
ing of approximately 10 per cent. at 
the end of the policy year 

“To secure this protection at actual 
cost, you must first become a member 
of these organizations 

“These companies are owned and 
controlled by their members and ex 
penses are limited by law 

“We have a special local agency 
proposition for undertakers that offers 
unusual money-making opportunities.” 


Another Advertisement Reads: 


“To funeral directors: Your automo 
bile insurance rates were increased on 
April ist, 1918, from twenty to sixty 
per cent. If you want to renew your 
policies at‘the rates existing before 
uch increase whether your policy ex- 
pires in January, February, March, 
April, May or June, 1919, you may do 
so hy acting at once. 

“Communicate with your broker or 
vith us, immediately, and we will send 
applications in order that you may sign 
them and become a member of these 
organizations which will guarantee to 
renew any policy you may have at the 
rates prevailing last year. 

“The offer includes the territories of 
New York, New Jersey, Connecticut, 
Rhode Island, Massachusetts and the 
Eastern part of Pennsylvama including 
Harrisburg.’ 
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Best Looking Invitation 


President James W. Henry, of the 
National Council of Insurance Federa- 
tions is to be congratulated in issuing 
the best looking invitations of any as- 
sociation in insurance. The particular 
notice which is responsible for this 
paragraph is the invitation to the As- 
tor convention of December 2-3. 

a” a a 
Not on the Menu 

Mr. Supplee, president of the J. Ram- 
say Barry Company, the Chicago Bond- 
ing’s agents at Baltimore, Md., is some- 
what of a traveler. Before the war 
broke out he took a southern tour 
finishing in Mexico. In a cafe in Mex- 
ico City the waiter could not talk Eng- 
lish and Mr. Supplee could not talk 
Spanish and he was in a terrible quan- 
dary as to how to order sirloin steak 
smothered with mushrooms. To try to 


make the waiter understand what he 
wanted, he drew a picture of a cow 
and two mushrooms on the back of 
his menu card. The waiter, after 
studying the picture, scratched his 
head and, smiling, left the cafe and 
was gone for about a half hour. He 


returned and with much eclat gave to 
Mr. Supplee two umbrellas and a ticket 
for a bull fight. 
= 6 * 
Cc. D Dennett 
In the death of C. D. Dennett, who 
represented the Massachusetts <Acci- 
dent as general agent in Bangor, Me., 
the company lost one of its most re- 
spected men. A strong personal writer 
as well as a successful organizer, he 
succeeded in building up the Bangor 
agency until it ranked among the com- 
pany’s largest districts. In addition to 
his active attention to the insurance 
business, Mr. Dennett was interested 
in many fraternal and religious organ- 
izations. He was 42 years old at the 
time of his death and leaves a widow 
and one child, age 11. 
* cs a 
Specialization Needed 
It is often found that the independent 
adjuster who endeavors to serve the 
needs of the casualty business works 
too much along the lines of the fire 
adjuster. This freedom of action most 
generally results disastrously for the 
casualty company. Scrutiny of fire ad- 
justments shows that the companies of- 
ten do not take advantage of their 
legal defenses, as casualty companies 
find it necessary to do if they are to 
live. It is often found that casualty 
claim matters are not proper ones for 
a fire claim adjuster to handle. The 
average really good attorney considers 
himself too big a man to handle the 
usual casualty claim case. The work 
is therefore turned over to a subordi- 
nate who knows little or nothing about 
casualty insurance and the case suffers 
in consequence. Need for specializa- 
tion in the casualty claim line becomes 
more apparent every day. 
* ae We 


Maine Comes Trough 

The Maine insurance department has 
approved the 1918 additions to the 
Compensation Rating Schedule and 
Plan D of Experience Rating. They be- 
come operative midnight, December 
28. These changes went into effect in 
most other states August 31 but the 
Maine commissioner is a new man and 
although he is of Maine instead of Mis- 
souri, he had to be shown. 








Local Branch Dropped 

The Commonwealth Insurance 
Agency, St. Louis, will hereafter act as 
general agent in Eastern Missouri and 
Southern Illinois, for the National Sure- 
ty, which discontinued its local branch. 

a * Ac 
Reference Committee Changes 

At present, in the Bureau there is a 
reference committee on compensation 
and one on schedule rating. It is not 
clear just what the powers of the Na- 
tional Reference Committee are. There 
is no parent body. The proposed re- 
organization of the National Reference 
Committee would bring together the 
two committees named and the man- 
agers of the subscribing bureaus could 
be appointed as a committee to admin- 
ister the whole. 

a ak * 


Reason to Give Thanks 

Not such a bad Thanksgiving awaits 
the Chicago Bonding & Insurance. 
The volume of accident business so 
far this year, in comparison with the 
volume for the same period of last 
year, exceeds such volume 25. per 
cent.; health, 33 1-3 per cent.; liabil- 
ity, 100 per cent.; property damage, 
100 per cent.; compensation, 100 per 
cent. decrease, for which the company 
is very thankful; fidelity and surety 
have held their own; plate glass, 900 
per cent. increase; burglary, 1,500 per 
cent. increase; industrial has also held 


its own. 
i aa 


Doesn't Like Short Rate 
Now that the winter is coming on the 
old difficulty of properly rating stored 
automobiles is confronting agents. One 
in North Dakota said in a recent let- 


ter: “I have a number of regular au- 
tomobile liability clients who store 
their cars during the winter and it 


doesn't seem just to charge the assured 
short rate cancellation when these cars 
are laid up for about four or five 
months. I refer to patrons who insure 
with us year after year.” 


os oo ak 
General Agencies Regulated 
While the new automobile commis- 


sion rule adopted at the annual meet- 
ing of the Conference in Chicago, is 
of primary interest to fire and marine 
companies, the casualty companies are 
included in its scope. Under the rule 
a casualty company—by which is meant 
a casualty company writing automobile 
fire and theft insurance, or a casualty 
company operating automobile fire and 
theft insurance through an affiliated 
company—will be permitted to acquire 
its automobile fire and theft busines-~ 
through its bona fide casualty branch 
offices and general agencies, except 
that such a casualty organization shall 
not be permitted to pay general agency 
commissions for automobile fire and 
theft business if it shall establish its 
casualty general agency in an agency 
office that is a local fire agency. 


— 
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File Burglary Claims; 
Later Find Articles 


SOME TRAVELERS EXPERIENCES 


Manager Lyman Issues Circular Letter 
on Subject—Essential to Establish 
Positive Knowledge 


The number of claims under burglary 
policies filed regarding “stolen articles” 
which afterwards found not to be 
stolen at all is the gist of a circular 
letter given publicity by the Travelers 
and written by Manager T. U. Lyman. 
Mr. Lyman says: 

Pins and brooches are frequently found 
tached to or clinging to dresses recently 

A box supposedly stolen from 
the basement was later 
der some other boxes. 

When an assured was taken sick, his rine 
was removed from his finger ana placed in his 
bureau drawer. It could not be found a f 
weeks later, but subsequently, when a maid 
cleaning the room removed this drawer, it was 
found in a erevice back of the dr:wer. 


A sapphire pin valued at $50 was worn by 


are 


at- 
worn. 
a storeroom in 
found there buried un 


few 


a 
friend of the assured when it was found that 
the assured had taken her pin by mistake 
Claim was withdrawn when the friend re 
turned it. 

A ring valued at $700 disappeared from the 
assured’s spartment between January 25th 
and 29th. As there were workmen in_ the 
premises, the issured felt positive that some 


of them had stolen it. It was later found in 


the apartment. 

An assured filed claim for a rubber coat, 
valued at $42, which was missed shortly after 
they had moved from the premises insured. 


Upon investig.tion, we located the coat in the 
possession of the former landlord, who had 
found it in the basement of the premises 

It is interesting and important to note that, 


in the cases above cited, there was only one 
of probably several valuable articles taken, 
and this is frequently a reliable test as to 


whether the disapnearance was due to a theft. 
Thieves do not ordinzrily overlook any articles 
of value, particularly jewelry, although it is 
no doubt true that servants, to allay susnicion 
vecause of a desire to obtain some particular 
thing, would thus limit thievery. In such 
cases, therefore, it is of the utmost importance 
that the investigator or police examine all 
employes very carefully. 
POSITIVE knowledge as to where a missing 
article was last seen is essential in establish 


ing the reason:Dleness of a claim that such 
article was stolen. The instances of mistaken 
belief, where it Jater developed that the 


articles had simply been misplaced, are 
ous and a few cases :re herewith cited. Note 
that in some cases positive knowledve seemed 
borne out by incidents clearly recalled 
Assured’s wife was cleaning two coats in the 
kitchen when a tramp called at the bick door 


hiner 


asking for food. which he ate on the porch. 
The telephone called the assured to the front 
of the house; and, when she returned, the 
tramp had left and she could not find the 
coats. This would seem to be convincing evi 
dence of theft. unless. as it developed, she 
were mistaken as to what actually happened. 


The coats were later found in the house. 


To establish her positive knowledge as to 
where she last left five missing rings, the as 
sured recalled that after she went to bed she 
took them off and placed them with $125 in 
eash under her pillow. In the morning she 
placed the rings on ti.e top of the desk and 
the money inside of the desk After claim 
had been made for the theft of the rings. a 


search resulted in finding them under a 
in the desk. ‘This search was made despite 
the assured’s positive assertion that she had 
already searched this desk very carefully. 

Still another assured recalled that she vlaced 
her ring in the dresser 


pad 


at 1] o’clock preparatory 


to getting lunch. When she returned inside 
of an hour, it had disappeared. It was later 
discovered in that drawer, but in a jewel box 


which she very seldom used. 


Assured distinctly recalled placing a Lib 
erty Loan Bond in the lower drawer of his 
desk, and when he looked for it a few davs 


later it was gone. lIlowever, a request of our 
investigator that a further search be made re 
sulted in its being found. 

But if an assured is 
statement of positive knowledge as to where 
an article was last seen, consider the possi 
bilities where the belief of theft is based only 
on the fact that an article is missing from a 
place where it was USUALLY kept. Also note 
in the following cases the opportunity for 
lapse of memory due to time: 

A Masonic pin valued at $200 was invariably 
placed in a certain place in the assured’s draw 
er when not in use. He had placed it there 
on September 6th, 1917, after returning from 
a Masonic gathering and it was gone when hc 


often mistaken in a 


looked for it orf ®Becember 9th. Also, his 
daughter missed a lavalliere about the same 
time, and claim was made for both. rhey 
were later found. 

As a box containing $60 worth of linen was 
kept under an assured'’s bed and it was not 
there when she looked for it, she was sure 
that it must have been stolen. In withdrowine 
her claim later she wrote, “Imagine my sw 


after having searched 
house where linen or 
kept and alter picking 
trunk and box in the attic, 
yesterday morning laid away 


prise, 
the 


every corner of 
wearing apparel was 
and unpacking every 
to find the articles 
with sewing,” ete. 


Actuary and Statistician 


The relation between the actuary 
and the statistician was explained by 
James D. Craig in his presidential ad- 
dress before the Casualty Actuarial & 
Statistical Society, in New York last 
week. He showed that the fields in 
which the actuary and statistician op- 
erate are different. The statistician 
brings together facts calculated to 
illustrate the condition and prospects 
of a society and diffuse statistical in- 
formation in the different departments 
of human knowledge. His field is un 
limited and one finds his methods 
adapted to physical sciences, biology, 
meteorology, demography, etc. He tab- 
ulates and examines the data in many 
fields, but differs from the actuary in 
that he does not combine interest with 
his statistical probabilities. The ac 
tuary does not extend his field of op- 
erations beyond the general field of in 
surance, but in this field he finds occa 


sion to use all the statistical methods 
in the tabulation of his probabilities 
and then carries his operations fur 
ther by dealing with the question of 
interest. 

Strictly speaking, the = statistician 
draws no deductions. He collects, ar- 
ranges, describes, like a careful ex 
perimentist. -He presents evidence, 
but not conclusions, and it is only 


when the statistician as a distinet op- 
cration, assumes the role of the econ 
omist that, in addition to conducting 
ihe experiment, he fits the theory. 

It is probably the extensive use of 
the statistical meihods by the actuary 
in the tabulation and graduation of his 


data before introducing the factor of 
interest that has caused him to be 
looked upon as a statistician. It is 


only natural that he should avail him 
self of statistical methods and he has 
shown no hesitancy in adopting them 

The actuarial work on its technical 
“vide depends largely upon the results 
of statistical inquiries and all develop 
ments and improvements are of inter 
The connection between the two 
sciences has had its first official recog 
nition in the Casualty Actuarial and 
Statistical Society of America. The 
wctuaries have had their organizations 
in the past, while both the Royal Sta 
tist'cal Society and the American Sta 
tistical Association have been develop 
ing varicus phases of inquiry, but, ap 
parently, this is the only organization 
where both actuarial science and sta 
tistical methods are recognized in it 
rame. It is a large field and one that 
is offering many opportunities. 


est. 


WASHINGTON MUST HUSTLE 

The silver loving cup o:fered by the 
Continental Casualty to the office pro 
ducing the largest amount of paid-for 
business during a period of two months 
(August and September) has been won 
for the second time by Hoppe & Thom 
son, managers of the New York office 
Their next competitor for the cup is 
Washington, D. C., but the boys of New 
York are determined to win it the third 


time in which event the cun remains 
their property. The New York office 


believes itself unbeatable by any office 
in the company’s service. therefore, it 
is; argued, Washington is due for a beat 


ing, as confidence is half the battle 
ZURICH APPOINTMENT 
The Wagner, Taylor, Edson Co., of 


Philadelphia, ‘has been appointed agen: 
in that city for the Zurich. 

PUBLICITY BUREAU MEETING 

The annual meeting of the Work 
men’s Compensation Publicity Bureau 
vas held November 21. 

CAN THEY DO IT? 
The question now is, Can the liability 


companies succeed in unBucklin the 
shipyard business and can the fire com 
panies unmacadoodle the railroad fire 


business ? 
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CASUALTY AND SURETY POINTERS 





we 





Every seller of  insur- 

That Fatal ance should be vitally 

Line of interested in building 

Retreat for the future. W. M. 

Graves, liability depart- 

ment manager for the Chicago Bond- 

ing & Insurance, brings out this point 
of future building in this manner: 

Once upon a time there was a man 
who sold insurance. He did not at 
iempt to meet or beat the rates pro 
mulgated by some other company; he 
had sufficient faith in the insurance 
he was selling and in the company back 
of that insurance that the question of 
“How much” was kept safely in the 
background; and the question = of 
“value” was kept properly in the spot 
light. 

This man’s business remained on his 
books——as it was really “sold.” Some 
prospects of course, he did not land. 
The proposition, however, of successes 
was surprisingly large; and the sub- 
sequent lapse ratio very small. 

The necessary foundation for a sales- 
man in approaching a prospect is the 
mental attitude of absolute faith in his 
goods and the company back of them. 
Unless you have this—you cannot hope 
io convince some one else. You will 
have in the back of your head, a line 
of retreat arranged for to which you 
will fall back as soon as pressure is 
brought to bear. This usually takes 
the form of, “Well, I'll try to get the 
company to make a lower rate.” You 
then admit to the prospect, that the 
roods you are attempting to unload 
are not worth the price put on them 
by the Home Office and create in the 
mind of your man, the same feeling 
of doubt you brought in with you. You 
a’so cheapen yourself by admitting 
in effect, that you are not a salesman 
of insurance values but a peddler of 
a two-priced proposition. 

” * . 
On methods of se 

Where Selling curing new monthly 

Plans Reach premium disability 

Apex business, J. E 
Lowe of the Pacific 
Mutual at Baltimore says: 

Personal solicitation being neces 
sury, it would seem that the logical 
means for increasing one’s production 
of new business is for the individual 
solicitor to develop and perfect his 
personal methods to the point of great- 
est effectiveness. We may be sure 
that the largest producers are they 
who have beforehand intensively stud- 
ied, planned, revised and _ perfected 
their working methods; that they have 
acquired a complete knowledge of their 
contracts, and a good working knowl- 
edge of the contracts of their com- 
petitors; who have a firm faith in 
their company ahd its management, 
and on this foundation have built up 
a comprehensive and effective plan of 
operation. In this we may discover 
the reason why two salesmen with the 
Same apparent intelligence, energy and 
ambition often produce widely differ- 
ent results. One plans his work 
the other does not. 

In order to secure new business, it 
is first necessary to secure prospects. 
We have been told that prospects are 
to be secured by advertising in the 
hewspapers and by circular letters 
selecting names from telephone and 
city directories scanning the casualty 
lists in daily papers, etc., but these 
means impress us as being haphazard. 
Such methods will not produce the 
steady volume of new business neces 
sary in building a paying agency. I 
believe our leading produeers will as 
sure us that they rely for both pros- 
pects and new business on carefully 
planned personal solicitation. Plans 
are necessary for the prosecution of 








any successful work. A building is not 


erected without a plan. very acci- 
dent and health salesman should have 
a plan, a definite plan, and work in 
accordance with it. He cannot, of 
course, lay out a set rule of action, 
but he may, in a general way, plan 
his working methods with a view to 
presenting his business in the best 
possible manner. His daily work 
should be planned, carefully planned, 
with the object of bringing him into 
contact with an ever-widening circle 
of business prospects. After securing 
the prospect the coming interview 
should be painstakingly planned in the 
light of all possible information that 
he has been able to secure concerning 
that particular individual. And here 
his plans reach their apex. 

It has been truthfully said that “Per- 
sonal salesmanship is entirely a matter 
of arousing certain thoughts in the 
other man’s mind, and directing those 
thoughts along the lines that will make 
him willing to buy, and leaving those 
thoughts in such an active shape that 
he will be satisfied at having bought.” 
If the insurance salesman will care- 
fully plan his work from the securing 
of the prospect to the close of the 
final interview, and will plan his sales 
talk to accord with the above precept. 
1 am satisfied that he will be rewared 
with a satisfactory production of new 
business. 

. ” . 


Right, not Might, is 

How Trouble held up before repre 

May sentatives of the Gen- 

Be Avoided. eral Accident this- 

wise: 

Public sentiment is against all forms 
of sharp practice and over-riding of 
right by might. It is this element of 
fair-mindedness inherent in mankind 
that has banded the major part of the 
world together to wipe out intolerable 
wrong and safeguard the weak against 
the strong. 

In our particular line of insurance 
it is well known to the field men that 
business must be based on _ truthful 
statements and on a careful explana 
tion of the policy at time of sale. It 
is self-evident that an enduring insur- 
ance business is built on an increasing 
list of satisfied policyholders. Expe 
rience goes to show that it is seldom 
a claim cannot be settled satisfactorily 
to all concerned, if the insured fully 
understands his policy. A correct 
understanding of the contract is the 
real foundation on which satisfactory 
business is based. 

Proceeding on any other basis tnan 
that of fair dealing and perfect frank- 
ness, is sure to lead to complications 
and loss. Insurance is not properly 
placed unless the purchaser knows 
exactly what he has purchased and 
what he has a right to expect in the 
way of indemnities. It is better to 
lay a good foundation at the start, 
firmly cemented by an all-round un- 
derstanding of the terms and obliga 
lions of the policy, than to conceal 
or gloss them over, and have the in 
surance — structure come tumbling 
down when the disability of the as- 
sured puts it to the test. 

A true patriot is he who _ buys 
Liberty Bonds and keeps them. The 
real insurance man is the one who se- 
cures policyholders and retains them. 
Selling policies right saves retracing 
one’s steps and going over the ground 
twice. It is a very commendable 
thing to make increase, but it is even 
more commendable to maintain the 
increase when made. With this end 
in view, the fieldman must not think 
that when he has written a “prospect” 
there is nothing more he can do for 
him. The agent should be just as 
keen and interested in a policvholder 
as he was when that policvholder wae 
a “prospect” for insurance. 
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POLITICAL FROM VERY START 


Retrospect Californian’s Attempt to 
Saddle State Health Insurance 
Plan on People 


Had the people of California voted 
favorably on the proposed compulsory 
state health insurance measure, bills 
would undoubtedly be prepared provid- 
ing coverage against illness and all ac- 
cidents, not covered by compensation, 
old age pensions, maternity benefit, 
sickness and accident disability cov- 
erage for all of the insured’s depend- 
ents, natural death benefits, free medi 
cal treatment, free surgery, free eye, 
ear, nose specialist treatment, hospital 
accommodations, nursing, medicines, 
trusses, crutches, braces, etc., ete. 
Doubtless some bills will include all, 
and some only part. Some will call 
for large indemnities, and some for 
small. 

Speaking of the California situation a 
company official, speaking before elec 
tion, said: 

Some bills will divide the burden 
three ways-—-the employe, the state and 
the employer, while others will split it 
between the employer and employe. 


The important question is whether or 


not the state will so amend its consti- 
tution that any system at all will be 
possible. If they can’t get by with it in 
California, the prospect looks slim for 
other states. 

In California the whole scheme 
was conceived in prejudice. Govern- 
or Johnson used it extensively to pro- 
mote his own political prospects. He 
appointed a_ special commission to 
study the subject and very carefully 
selected each member. That commis- 
sion employed a professional socialist 
agitator as secretary, and he wrote the 
committee report, which was as John- 
son wanted, a long strong recommen- 
jation. Not satisfied with that, the 





The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United, States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 











committee has been spending the $25,- 
000 appropriated the second year to 
further investigate—in a campaign of 
promotion. The state treasurer is now 
investigating their expenditures on the 
ground that they are outside the 
stated purpose of the appropriation. 

The proponents have worked cease 
lessly for two years, and it looked rosy, 
until business and other interests woke 
up. 





New Jersey Risks Rated 


The Compensation Rating and In- 
spection Bureau of New Jersey haa 
issued rates on the following risks: 
MacArthur Bros. Co., Woodbury, N. J.; 
Standard Piston Ring Co., Newark; 
Butters Divisadoro Co., Whippany; 
Monmouth Chemical Co., Keyport; 
Butterworth - Judson Corp., Newark; 
Wright Chemical Co., Union; Egyptian 
Lacquer Mfg. Co., Kearny; Haarmann- 
DeLaire-Schaefer Co., Maywood; Brit- 
ish American Chemical Co., Ridgefield 
Park; Tiza Chemical Co., Jersey City; 
Amalgamated Dyestuffs & Chemical 
Works, Newark; Synthetic Products 
Co., Nutley; Albert Piper and B. R. 
Piper trading as Piper Bros., Trenton; 
George D. Morrow, Allenhurst; Den- 
nison & Hirons, Perth Amboy. 
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Why Every Insurance Agent Should Be A Member 
of 

| 

THE NATIONAL ASSOCIATION OF INSURANCE AGENTS _ | 

| 


| NATIONAL HEADQUARTERS, 95 WILLIAM ST., N. Y. CITY 








The following achievements of the National Association of Insurance Agents, and the principles they indicate, 
should commend themselves to every Insurance Agent. The record is cne of profitable service in the inter- | 
ests of Insurance Agents. What the Associaticn will do to increase and enhance this service in the future de- | 

pends largely on the continued growth of its membership. 





| SOME OF ITS ACHIEVEMENTS 


FEDERAL TAXATION—The National Association con- 
vinced the Congress Committee in charge of the Incom: 
Tax bill that insurance agents and agencies, individual 
and incorporated, should be classed with professions and 
thus secured a lower tax rating. 


STATE INSURANCE—The National Association has en- 
ergcelically combatted this proposal and has been instru- 
mental in defeating legislation in its interest. 


OVERHEAD WRITING—The National Association has 
established the right of local agents to the business in 
their territory and agreements negotiated with the com- 
panies protecting them are in force. 


NON-RESIDENT BROKERS—The National Association 
has agreements with the companies prohibiting this busi- 
ness, unless the entire line is written at the rates and 
rules governing in the locality where the risk is situated. 


EXPIRATIONS—The National Association has estab- 
lished the principle that the agent is the owner of his 
expirations, 


PROMPT PAYMENT OF PREMIUMS—The Nationai 
Association has circulated information showing the 


local plans that have been successfully carried out to 
accelerate the prompt payment of premiums. 


REBATING—The National Association has successfully | 


promoted efforts leading to the general adoption of anti- 
rebate laws. 


UNIFORM BLANKS—tThe National Association has now 
succeeded in having accepted by the National Board 
Companies uniform standard accounts current blanks 
long and short forms, ruled and unruled—one of the 
greatest improvements and conveniences the 
have ever obtained. 

AGENCY QUALIFICATIONS—tThe National Association 
has successfully helped the passage of license and agency 
qualification laws in several States and is constantly 
working for their further improvement. 
COMMISSION—The National Association has repeatedly 
protected agents against inadequate and unsatisfactory 
commission arrangements. It has prevented Legislation 
requiring compulsory contingents. 


agents 


REVENUE STAMP TAX—The National Association 
saved the agents from paying this petty and irritating 
lax. 


“AMERICAN AGENCY BULLETIN” The National As- 
sociation publishes every Friday a live publication de- 
veled exclusively to the interests of local fire, marine, 
casually and surety agents. It is the one and only trade 
organ owned, published and managed exclusively by and 
for local insurance agents. 




















Insure Your Own Business 


NOW! 


It Costs ONLY A CENT 
and A HALF A Day 














through the 


APPLICATION FOR MEMBERSHIP 


NATIONAL ASSOCIATION OF INSURANCE AGENTS 


95 WILLIAM STREET, NEW YORK CITY 


The undersigned makes application to become a member of your Association 


(Firm 


NN ENS oc pic ck, doa eS Oe AO eee Oe eae 


Name one company for which , 


you issue policies 





wes Membership in your State Association 
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FILL UP—TEAR OFF—SEND IN 





$5.00 








Application ‘Membership in the National Association 
Includes P 
Subscription to American Agency Bulletin | | 
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